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Spark 


GM at Los Angeles 
Industrial Calif. 
Chrysler on Coast 
Native Son Nash 


ee 
By 


Chris Sinsabaugh 


Los Angeles. 


OME TIME in May—the date 

has not been definitely set at 
this writing — Alfred P. Sloan, 
William S. Knudsen and the rest 
of the high command of General 
Motors, will be officially recog- 
nized as neighbors by this com- 
munity. All this will take place 
at a banquet to be staged by the 
Los Angeles Chamber of Com- 
merce preliminary to the dedica- 
tion of GM’s new assembly plant 
here. 

Southern California is all het 
up over this most recent acquisi- 
tion to its industrial life. Already 
it has Ford, Plymouth, Stude- 
baker and Willys-Overland 
assembling cars out this way, 
not to overlook Firestone, Good- 
year, Goodrich and United States 
in a tire production way. And 
in Northern California there is 
Chevrolet in Oakland turning out 
2,500 units a week and Ford at 
Richmond assembling 1,500 every 
five days. Chevrolet is serving 
the Pacific Coast region west of 
the Rockies, while Ford has a 
plant in Richmond and another 
at Long Branch of the same 
capacity, the latter serving 
Southern California. 


* * * 


SO IT IS no wonder that 
Robert D. Sangster, manager of 
the industrial department of the 
Los Angeles Chamber of Com- 
merce, pridefully claims that 
when General Motors goes into 
action Los Angeles County will 
be the second largest center of 
automobile production in the 
country. Of course Detroit still 
4s cock of the walk, but you 
never can tell what may happen. 
Ihey’re awfully ambitious in 
Los Angeles County, where Hal 
Tuttle, president of the Los 
Angeles Dealers Assn., tells me, 
its 800,000 cars travel 19,000,000 
miles daily. Mebbe Detroit bet- 
ter look to her laurels. 

+ a” ” 


THE WAY THEY are rushing 
the construction of the GM plant 
in the Stanton Industrial Tract, 
it looks to me as if it will be in 
operation in June. It will be if 
W. S. Roberts, general manager 
oi General Motors of Southern 
California has his way, and he 
generally does. This Roberts has 
a record of accomplishment in 
this line. He managed the Chev- 
rolet plant at Oakland from ’32 
to 34. Before that he ran the 
Bu falo Chevrolet plant for three 
yei 's and prior to that he built 
ar.‘ operated Chevrolet’s plant in 
At wpta. Following Oakland, he 


(Zonttnued on Page 18, Col. 1) 


Throat Infection) 


Proves Fatal To 


NADA Gen. Mer. 


OMAHA.—Jack Frost, general 
manager of the National Automo- 
bile Dealers’ Assn., died suddenly 
in a hospital here Thursday from 
a throat infection incurred while 
on a business tour in the south- 
west. Mr. Frost arrived in Omaha 
early this week suffering from a 
severe cold. He was taken to the 
hospital where his ailment was 
diagnosed as scarlet fever which 
was later complicated by a throat 
infection. 

Mr. Frost, who was 40 years old, 
entered the automobile business 
immediately after his graduation 
from Stanford University. He 
started as a salesman in one of 
the local California dealerships 
where he met Frank French, also 
employed as a salesman. French 
and Frost became close friends 
and together opened a Ford deal- 
ership in Hollywood which bears 
their names. Frost also had a 
dealership under his own name 
at Los Angeles, his home city. 

Through the years as the used 
car situation became acute, Frost 
spent much of his time develop- 
ing used car programs for deal- 
ers. This program worked so well 
among Ford dealers on the coast 
that Frost came to the home 
office of the Ford Motor Co. at 
Dearborn where his operations 
were generally approved by the 
Ford Motor Co. 

Experience thus gained in used 
car control methods led to Frost’s 
connection with the National 
Automobile Dealers’ Assn. when 
the NRA came into being. With 
NADA he soon rose to the post of 
assistant to the then president, 
F. W. A. Vesper, and later to the 
post of general manager when 
E. M. Lied succeeded Vesper as 
president last January. 

Frost is survived by his wife 
and son Jack jr., and his parents, 
all living in Los Angeles. 


The Top Ten 


Passenger Cars 

First Ten in Registrations 
for 42 States in February 
as Reported in ADN Today 
1936 1935 
Pos. Make Pos. 
1—106,237 Chev. 51,063— 2 
2— 84,848 Ford 98,071— 
8— 48.287 Plym. 46,351— 
4— 23,320 Dodge 17,3840— 
5— 18,202 Olds. 11,596— 
6— 15,342 Pont. 12,973— 
7— 13,721 Buick 6,971— 
8— 10,461 Huds.* 8,007— 
9— 6,219 Stude. 4,442— 9 
10— 5,623 Chrys. 4,041—10 
*Includes Terraplane. 


Total All Makes 
351,842 272,665 
See Total Registrations to Date, 1936- 

1935, pages 20 and 21, this issue. 
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15 Cities List 
Tentative Dates 
For Fall Shows 


DETROIT. — Although final 
plans for this fall’s automobile 
shows have not yet been com- 
pleted, tentative dates have been 
arranged for many cities. 

Beginning with the New York 
show, Nov. 11 to 18 at Grand 
Central Palace, preliminary plans 
call for a show in Columbus Nov. 
14 to 20; Chicago, Nov. 14 to 21; 
with Detroit probably the same 
date or possibly Nov. 21 to 28. St. 
Louis is scheduled at present for 
Nov. 15 to 21, with Cincinnati 
Nov. 15 to 23. 

Baltimore, Cleveland, Brooklyn, 
Milwaukee, Buffalo, Washington 
and probably Pittsburgh are 
scheduled for Nov. 21 to 28. 

Kansas City is planning its 
show for Nov. 21 to 29, and Peoria 
and Philadelphia for Nov. 30 to 
Dec. 5. 


Spring Showing 
Attendance Up 


DETROIT.—A favorable public 
reaction and increased attend- 
ance characterized the 27 Gener- 
al Motors showings held so far 
this year, J. W. Dineen, sales di- 
rector, reports. 

Clocked attendance at the 
shows to date totaled 1,941,912. In 
18 cites of the 27 which had simi- 
lar shows last year, the attend- 
ance totaled 1,339,157 against 
706,472 in 1935. 

In the nine cities where no 
showings were held last year, the 
attendance totaled 602,755. 


FROST, general man- 
the NADA who died 
at Omaha, Neb., Thurs- 
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February Output 
304,232 Units; 
To Date 684,786 


WASHINGTON.—Factory sales 
of motor vehicles in the United 
States and Canada for February 
totaled 304,232, of which 13,268 
were produced in Canada. Pas- 
senger cars totaled 237,305 and 
trucks, 66,927. 

Passenger cars produced in the 
United States accounted for 226,- 
452 units, of which 204,681 went 
for domestic markets and 21,771 
for foreign. Trucks produced in 
the United States totaled 64,512, 
with domestic markets taking up 
51,204 and foreign markets 13,308. 
Canadian production included 
10,853 passenger cars and 2,415 


| trucks. 


The total for the first two 
months of the year is set at 684,- 
786 units for the United States 
and Canada, with this country 
producing 526,378 passenger cars, 
485,649 of which were for domes- 
tic markets and 40,729 for foreign 
markets. Trucks for this coun- 
try the first two months of this 
year totaled 131,838, with 105,835 
for the domestic market and 26,- 
003 foreign. Canada’s share of 
the two months’ total was 26,570, 
of which 22,114 were passenger 
cars and 4,456 trucks. 

Figures for passenger cars in- 
clude taxicabs. The figures for 
trucks include ambulances, fu- 
neral cars, fire apparatus, street 
sweepers and buses, but the num- 
ber of special purpose vehicles 
is very small and hence a negli- 
gible factor, the bureau states. 


Safety Campaigns 
Reduce Accidents 
WASHINGTON. — Safety cam- 
paigns are bearing fruit. Reports 
from 86 principal cities show 
fatalities during the four - week 
period ended Mar. 14 of only 
482, the smallest in those cities 
since 1931. This compares with 


678 in the same period last year. 


The Top Ten 


Commercial Cars 


First ten in registrations for 
47 states in January and 42 
states in February as re- 
ported for commercial cars. 
1936 ——--- 1935 
Pos. Make Pos. 
1—27,390 Chev. 19,411— 2 
2—23,786 Ford 23,855— 1 
8—10,262 Dodge 7,398— 3 
8,244 Int’ 6,122— 5 
995 GMC  1,2138— 6 
917 Dia.-T %7,398— 4 
White 402— 8 
Reo 552— 7 
Federal 236— 9 
Plym, *8—10 
Total All Makes 
74,916 61,261 


* Piymouth’s commercial cars in 1935 
were mostly station wagons. 
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PLANTS SPEED APRIL PACE 


Shortage Feared 
As Sales Climb 
Steadily Upward 


Floods and Tornadoes 
Seen as Temporary 


Delay Only 
By BILL CALLAHAN 
Managing Editor ADN 


DETROIT. — Swollen riv- 
ers escaping from their 
bounds and spilling destruc- 
tion throughout many of 


the eastern states and tor- 
nados whipping the plains area 
have not cut down the surging 
wave of new and used car sales 
that ushered in March. Plants 
here have quickened operations 
during the past few weeks and 
are pointing for higher marks 
during April. 

April optimism apparently is 
shared by dealers and factories 
alike. February clouds are rap- 
idly clearing as buyers come out 
of winter hibernation to answer 
the call of the open road and 
the urge to go places. Slight 
curtailments, due to storms and 
floods, are expected to be tempo- 
rary and many forecast increased 
car buying as the result of these 
catastrophies, particularly trucks 
for reconstruction work. 

Dodge Bros., according to A. 
vanDerZee, sales chief, is push- 


(Continued to Page 2, Col. 1) 


Auto-Lite Closes 


Big Convention 
Of Distributors 


(Special to Automotive Daily News) 
TOLEDO.—The most success- 
ful national distributor conven- 
tion ever held by the Electric 
Auto-Lite Co. closed here Thurs- 
day night. More than 200 per- 
sons attended a banquet which 
closed the four-day meeting. 

J. A. Shank, national director 
of parts distribution, who founded 
the national organization in 1914, 
declared plans were laid that 
when completed will give Auto- 
Lite the strongest distributor and 
service organization of its type 
in the automotive industry. 

Members attended from all sec- 
tions of the United States and 
Canadian points, representing an 
augmented group of 4,000 indi- 
vidual service station owners 
handling Auto-Lite, Owen Dy- 
neto and Moto-Meter Gauge & 
Equipment parts. 

Distributors and service men 
left the convention expressing en- 
thusiasm over Auto-Lite’s servic- 
ing and distribf&ting plans for the 
future. Aside from _ providing 
genuine parts, the national body 
maintains an extensive educa- 
tional service to provide accurate 
information on servicing. 

Royce G. Martin, president of 
Auto-Lite; C. O. Miniger, chair- 
man of the board, and Daniel H. 
Kelly, vice-president, attended 
last night’s closing sessions. 


ee ‘ 
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Plants Boost April Schedules as Sales Inerease 


Floods Create 


» New Call 


For Reconstruction Work 


(Continued from 


ing at capacity and every car and 
truck that can be 
through the plants in April will 
be built. Sales during the past 
three weeks have been increasing 
steadily. The same picture is re- 
flected at Buick, where March 
schedules were twice revised up- 
ward, bringing the total for the 
month to approximately 14,000 
units. April calls for still further 
increase. 


Near Capacities 


Plymouth is working near ca-| 
pacity at the present time with | 


orders backing up and increased 
production scheduled for next 
month. Oldsmobile during the 
past two weeks has stepped up 
its rate and further boosts are 
expected next month. Hudson 
and Pontiac have returned to a 


five-day week basis after shading | 


off in February and early March. 


The April schedules have been | 


projected above the current rate. 
Ford is understood to be con- 
tinuing at approximately 25,000 


a week and Chevrolet is exceed- | 


ing that pace at the present time. 
By and large the plants in and 
out of Detroit are 
ward to a real boom during the 
next few months which 


picture we get such reports as 
this one from Milwaukee, which 
says: “New car sales 
good with some dealers report- 
ing a shortage of cars which is 
holding back deliveries. 


stocks a little heavy but moving 
well. Profit outlook is improved 
and everyone looks for a good 
season in the immediate future.” 


Flood Makes Markets 

From Springfield, Mass., comes 
word that flood conditions dis- 
tort the current picture. Many 
dealers have been forced to sus- 
pend sales activity and others 
have halted their efforts in order 
to lend aid to the less fortunate. 

Inventories were high and the 
flood has operated to eliminate 
the receipt of new cars from 
factory and the delivery of both 
new and used to the consumer. 
The outlook for the future is 
dimmed by taking out of the 
market many adversely affected 
and improved by necessity buy- 
ing on the part of those whose 
transportation has been ruined 
and the truck users who will be 
needed in the work of restora- 
tion. Business will be stimu- 
lated by the one factor and cur- 
tailed by the other one practi- 
cally offsetting the other in im- 
mediate effect. 

Wheeling, W. Va., 
and used car sales practically 
nil due to flood conditions. An- 
ticipate delayed flood replace- 


reports new 


squeezed | 





looking for- | 


is nor- | 
mally the peak of the season. | — 
From the dealer side of the | 


200 Choeveles Datoves 


are very | 


Used car | 
sales are exceptionally good with | 





Page 1) 

ment business creating big de- 
mand with new car shortage in 
near future. Used car inven- 
tories shows no reduction in past 
30 days but not increasing with 
larger volume of new car sales. 
March volume and profit serious- 
ly affected by flood. Normal de- 
mand and accrued volume should 
make April outstanding if fac- 
tory can supply dealers with new 


| Cars. 


And down in Waco, Tex., our 
informant says: “Trend of new 
and used car sales is favorable. 
Inventory of new cars is normal 
and used cars high. New car 
sales continue on ruthless and 
destructive basis nearly alto- 
gether attributable to resident 
salesman type dealers. Future 
profit possibilities unfavorable, 
but volume prospects good.” 


Time Problem 


Sales in used cars in South 
Bend, Ind., showed an increase 
during the past week while new 
car sales held steady. Used car 
dealers around here have come to 
the point where they hide good 
trade-ins from other salesmen 
due to the shortage of cars in the 
$400- -$500 class. With some trade- 


ins this is no doubt due to the 
fact that it is easier to finance a 
second hand car purchase. New 
cars require a one-third down 
payment while most any amount 
of cash, or another car serves as 
initial payment on a used car. 
Lower priced used cars continue 
to move 
forecast. 
the sale of new cars in the next 
month. 


Wild Trading 

New car sales in San Francisco 
are better during the last month. 
Used car sales are falling off but 
inventories are climbing. Prices 
are going down. Twenty-five- 
dollars-a-month plan is affecting 
used car sales very materially as 
customary dealers fighting each 
other for business and failing to 
think of the profit. Loss on used 
ear sales for February average 
$69 per car. Dealers, finance com- 
panies and banks are having 
meetings trying to devise some 
plan to eradicate this suicide on 
part of dealers. 


A recession of 12 per cent in| 


February new car sales from 
year ago with increased used car 
sales of 43 per cent brought used 
car stocks into better balance, 
in Denver, stocks being only 25 
per cent. Average unit sales $252, 
year ago $225. March new car 
sales remaining slightly ahead of 
February but 29 per cent ahead of 
last March. 


Assemble at Detroit 


DETROIT. — Record-breaking 
sales for the year to date, and 
indications of heavy volume with 
the approach of spring, make | 


| Chevrolet’s outlook for 1936 the | | we have taken several major im- 
| best in several years, 


assured 200 Chevrolet 
assembled here this 
two-day conference on the 
gram for the balance of 1936. The 
dealer group attending will ac- 


| count for nearly 200,000 new units 


during the current year. 
Although styled a “dealers’ ad- 
vertising conference,” the session 
covered company organization 
and policy, as well as advertising, 


| discussion of which was reserved 


for the second day. In a series 
of meetings immediately follow- 
ing the opening, on Wednesday, 
the dealers were given a compre- 


hensive picture of the central of- | 


fice set-up, each department head 


making a presentation of the per- | mee 
sonnel and functions of his own | ‘raining. Through a departmental 


in its relation to the 
and to the 


department, 
other departments 
dealer body. 


Outlines Program 


W. E. Holler, vice-president and | 
general sales manager, who had | 
general charge, pointed out that | 


the past year has been marked 





PONTIAC EXECUTIVES who are conducting district managers’ 


training schools (left to right): 


N. O. Ely, sales promotion depart- 


ment; E. R. Pettingill, car distribution manager; L. K. Marshall, 
general service manager; J. L. Johnson, organization and analyzation 
manager; D. U. Bathrick, assistant general sales manager in charge 
of the east; F. H. Fenn, manager of sales promotion and group 
selling; C. P. Simpson, vice-president and general sales manager; 
P. J. Dean, manager of business management; V. L. Murray, assistant 
general sales manager in charge of the west; H. T. Worden, group 
selling department, and F. A. Berend, advertising manager. 


executives | 
dealers | 
week for a} 
pro- | 
| central office and throughout the 
nine Chevrolet regions, whose sole | 


| in 





by unparalleled progress in Chev- 
rolet’s preparations for the future. 


“In anticipation of the broad- | 


ened automotive market in 1936, 


portant he 
said. 
ation of a national used car de- 
partment, with personnel in the 


organization steps,” 


concern is to promote the volume 
movement of used cars. This de- 
partment was fully organized be- 
fore the new models were an- 
nounced. Due largely to the hearty 
co-operation of our dealers, new 
ear and truck sales have 
tained an unprecedented pace. 


“No less important is the new | 


retail selling department, created 
recognition of the 
selling is today a_ highly-speci- 
alized profession—one which, for 
maximum success, requires expert 


organization with headquarters in 
the central office and personnel 
throughout the country, this type 
of training will be given to the 
25,000 Chevrolet salesmen through- 
out the United States, and in fact 
is already well under way.” 

Cc. P. Fisken, advertising man- 
ager, announced that advertising 
schedules were being revised up- 


| ward in anticipation of lively buy- 


ing this spring. Fisken referred 
to Chevrolet’s newspaper adver- 
tising as the backbone of the 
whole undertaking. “Newspapers, 
magazines, radio and outdoor 
boards are all scheduled for 
heavy outlay,” he said, “but the 
newspapers will as usual receive 
the heaviest emphasis.” 

Service Help 

Chevrolet will put advertising 
not only behind new and used 
cars, but also behind Chevrolet 
dealers’ service operations, Fisken 
said. As his presentation prog- 
ressed, large panels surrounding 
the auditorium were swung 
around, revealing huge enlarge- 
ments of magazine and newspaper 
“ads,” until the entire room was 
surrounded by specimens from 
current and future campaigns. 

A special event in connection 
with the conference was the ban- 
quet held in the Hotel Statler 
Wednesday night, at which an 
elaborate bill of entertainment 
was presented. The dealers left 
for their homes Thursday night. 


slowly with slight gains | 
Increase is expected in| 





“Among these was the cre- | 





main- | 


fact that | 





CHEVROLET DEALERS 200 strong met factory officials in an 
advertising convention held in Detroit’s Recess Club last week. At 
the top, left to right, are: Ben Ourisman, Washington, D. C.; W. E. 


Holler, Chevrolet sales head, and Ernest Ingold, San Francisco. 


In 


the center photo, left to right: A. B. Burkholder, Grand Rapids; G. B. 
Kopf, Toledo; H. J. Cook, Lansing, and A, B. Johnson, Grand Rapids. 
Bottom, left to right: Ed. McConaha, Brooklyn, N. Y.; A. F. Young, 


Flint regional manager, and A. G. 


Supreme Court 


Gets GM Trust 


Violation Suit 


WASHINGTON. —The Supreme 
Court has been asked to find that 
the General Motors Corp. and its 
subsidiaries have violated an 
anti-trust law provision through 
contracts with retail dealers re- 
garding sale and use of automo- 
bile parts. 

The Pick Mfg. Co., of West 
Bend, Wis., an independent man- 
ufacturer of automotive replace- 
ment parts, filed the petition. 

It alleged provisions in General 
Motors contracts which fixed 
prices and limited dealers in sale 
and use of parts, violated a sec- 
tion of the Clayton Act, which 
makes unlawful agreements which 
“lessen competition, or tend to 
create a monopoly in any line of 
commerce.” 

“The evidence in this case,” the 
Wisconsin firm argued, “shows 
that over the doors of 18,000 deal- 
ers in General Motors products 
was hung the contract provision 
of the dealers which effectually 
and finally prevented him from 
purchasing goods, and merchan- 





Rupp, Lynbrook, N. Y. 


dise not manufactured by General 
Motors.” 


Lower Federal courts dismissed 
the suit. They ruled the protested 
contracts did not create a mon- 
opoly but were necessary to “pro- 
mote and preserve the good will 
of the purchasing public.” 


ICC Will Hold 
Rates Hearing 
Mon., March 30 


WASHINGTON.— ail showdown 
fight by trucking interests on the 
plan of the eastern railroads to 
institute new collection and de- 
livery tariffs will be staged here 
next Monday. 

The American Trucking Assns., 
Inc., today, was notified by the 
Interstate Commerce Commis- 
sion that at 10 a.m. that day it 
will hear oral arguments by 
truck operators against the pro- 
posed plan, scheduled to go into 
effect next Wednesday. 

The Merchants Truckmen’s 
Bureau of New York is also 
stoutly opposing the railroads’ 
intention and will send large pro- 
testing delegations here by bus 
for the hearing. 
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Discriminatory Trucking Bill Nears Enactment 





general sales manager; J. 
Detroit, Center (left to right): 


right): 


New Orleans; Ray Whyte, 
Windley, Milwaukee; G. E. 
Ill. Bottom (left io 


Dealer F “— Damage Set 
At $500,000 in Hartford 


HARTFORD, Conn. — Raging 
waters of the flood-swollen Con- 


necticut river, rising to the great- | 
est height ever recorded, reduced | 


to a veritable shambles the “Au- 
tomobile Row” on Connecticut 


Blvd., East Hartford, with loss to | 


new and used car dealers of ap- 
palling, though undetermined, 
size. As the waters receded slow- 
ly, with the bridge connecting 
Hartford and East Hartford still 
closed to traffic, estimates of the 
damage to automotive establish- 


ments ranged from $250,000 to a/| 


half million or more. 
Heaviest loser of all was Martin 
J. O’Meara, Ford dealer whose 


stock of 500 or more new and used | 


cars was completely inundated. 
Cars displayed on a_ great 
wooden platform across the boule- 
vard from the O’Meara main 
showroom were scattered like 
toys when the platform was over- 
turned by the flood. Some of the 
cars were carried across. the 
street to crash through the plate 
glass windows of the showroom. 
An employe of the dealership, one 
of five men engaged in trying to 
save some valuable equipment, 
was drowned when their boat 
capsized. His four companions 





were rescued by a Coast Guard 
cutter. 

Water stood deep for days 
throughout the O’Meara show- 
rooms and the entire plant, ex- 
cept the second floor, wreaking 
damage which can only be de- 
termined by detailed inspection 
after the flood has receded. The 
parts department was completely 
filled with water, it is understood. 
Estimates of O’Meara’s personal 
loss vary widely, with the most 


| conservative placed at more than 


The Ford dealer was 
in opening a 
in 


$100,000. 
engaged Monday 
new showroom on Main St. 
downtown Hartford. 

Buildings and yards of Goldie 
Motors, Inc., Pontiac dealership, 
and General Auto Sales Co., Au- 
burn distributors, were flooded 
with heavy loss. More than a 
dozen used car dealers with lots 
along the “Row” also saw their 
entire stocks buried under many 
feet of water. Leon Gordon, 
widely known in used car mer- 
chandising circles in the North- 
east, was one of the chief suf- 
ferers. Two of the flooded used 
car lots were operated by the 
Capitol Motor Car Co. of Hart- 
ford. 





| also fought the repealer 
of their spokesmen, Rep. 
| (D), 





‘elix Doran, assistant | 


| was 





[Measure Favors Railroads 


In Short Haul Tariffs 


By WILLIAM ULLMAN 


WASHINGTON.—Strongly. op- 
posed by the motor trucking in- 
dustry, the Pettingill bill to re- 
peal the long and short haul 
clause of the Interstate Com- 
merce Act appears to be headed 
toward enactment. By the over- 


whelming vote of 215 to 41 the! 


House this week passed the con- 
troverted measure and its sup-| 
porters claim a poll of the Senate | 
shows a safe margin of votes can | 
be mustered for it in that cham- | 
ber. 

If this bill becomes a law it 
will be possible for railroads to 
charge less, proportionately, for 
freight shipped a long distance 
than for short hauls. On the 
ground that motor truck interests 
would suffer discrimination 
through the repealer, Ted V. 
Rodgers, president of the Amer- 
ican Trucking Assns., Inc., told | 
the House it would defeat the 
policy of the Motor Carrier Act 
which directs that congress shall | 
“preserve the inherent advantages 
of, and foster sound economic 
conditions in, such transporta- 
tion and among such carriers in 
the public interest; promote ade- 
quate, economic and efficient 
service by motor carriers and 
reasonable charges therefor, with- 
out unjust discriminations, undue 
preferences, or advantages and 
unfair or destructive competitive 
practices.” 


Water Interests Fight 


| have 


| the sub-committee would 


| the 





Rodgers further contended that 
“the Pettingill bill would give the | 
railroads free rein to set up a| 
destructive rate war which the 
motor carriers would be helpless 
to combat. The clear objective 
of the bill is to allow the rail- 
roads to substitute for the dis- 
cretion of the commission their | 
unbridled whim in the their fran- 
tic effort to recapture tonnage.’ 

Water transportation interests | 
and one} 
Bland, | 

proposed, unsuccess- 
amendment that “this | 
known as an act to| 
American merchant 


Va., 
fully, an 
act shall be 
destroy the 


| marine.” 

MORE CHEVROLET dealers who attended the recent ad conven- 
tion in Detroit. Top panel (left to right): 
D. Cathey, 
ae 
Merkle, Milwaukee, and V. H. Recht, Rockford, 
J. R. right): ¢. B. Legum and A, D. , Anderson, both Baltimoreans. 


Sharing the _ interest of ob- 
servers for the automotive 
dustry on Capitol Hill this week 


progress made by 


commonly 


purchasers, 
Such 


Pontiac Will 
Hold 5 Spring 


Training Schools 


PONTIAC. A nnual spring 
training schools for Pontiac dis- 
trict managers are being held in 
the five regional city headquar- 
ters, commencing in New York 
Mar. 30 and 31. 

The two-day programs, consist- 
ing of illustrated talks, motion 
pictures and a number of short 
one-act dramatizations of com- 
pany policies by a group of 15 ex- 
ecutives, will be concluded by 
written examinations of Pontiac’s 
200 district managers. 

In addition to regional mana- 
gers, zone managers, assistant 
zone Managers, service managers, 
ear distributors and district man- 
agers, Pontiac dealers and their 
salesmen from nearby territory 
will attend second day meetings 
except the final examination 
period. 

Following the New York meet- 
ing the same program will be car- 
ried out in Detroit, Apr. 2 and 3; 
Chicago, Apr. 6 and 7; Memphis, 
Apr. 9 and 10, and San Francisco, 
Apr. 21 and 22. 


| of 


in- | 


legisla- | 
tion purporting to prevent price | 
| discrimination between large and 
| small 
| called the chain store bills. 

legislation might have a direct 





bearing on prices for automotive 


products but representatives of 
the industry are confident its 
passage will be blocked. In the 
meantime, however, the House 
Judiciary Committee reported the 
revised Patman bill and plans 
were laid to give it the right of 
way. 

In the Senate this legislation is 
sponsored by Majority Leader 
Robinson but both Senators Nuys 
(D), Ind., and Borah (R), Idaho, 
introduced modified meas- 
ures, upon which hearings are 
being held. 

The House Ways and Means 
committee continues to struggle 
with drafting a tax bill and 
reached several important agree- 
ments on phases affecting the 
automotive industry this week. 
Foremost was rejection of a pro- 
posed general manufacturers’ tax 
which was supported as a means 
of raising $500,000,000 additional 
revenue. 


Already Agreed On 

Meanwhile it became known 
that the revised Vinson undis- 
tributed corporate earnings tax 
schedules already agreed upon by 
impose 
levies ranging from 4 to 42 per 
cent on companies earning more 
than $10,000, dependent on the 
amount withheld from dividends. 
The highest effective tax under 
former “cushion” schedule 


was 47% per cent. It was also 


agreed to permit companies which 
of | 


pay out dividends in excess 
income in one year to obtain a 
tax exempt credit for that mar- 
gin in the next one or two years. 
The. sub-committee also agreed 
upon reduction of the capital 
stock tax from $1.40 to 70 cents 
per $1,000 for the full year end- 
ing June 30 next and the repeal 
the law entirely after that 
repeal of section 102 of the 
revenue law imposing a sur- 
on corporations accumulat- 
ing surplus to prevent imposi- 
tion of a surtax upon _ share- 
holders. 
“Cushion” Worked Out 

The new “cushion” 
worked out by the 


and 
1934 
tax 


device 


steadily steeper taxes after the 
$10,000 earnings mark but after 


earnings reach $20,000 a constant | 


rate of 15 per cent is applied on 
incomes of all corporations with- 
holding only 30 per cent of earn- 
ings. If more than that amount 
is retained the rates rise rapidly. 
Thus all corporations’ earning 
less than $20,000 actually are 
given a preferred status. The 
sub-committee was told that out 
of 257,000 corporations which pay 
taxes 214,000 earn less than $10,- 
000 and 6,958 earn between $10,- 
000 and $20,000. Members argue, 
therefore, that 80 per cent of all 
corporations, mostly in the small 
earnings class, receive preferred 
treatment under the plan. 





| year. 
|cars over the first March period 


sub-commit- | 
tee provides a formula imposing | 


Buick Completes 
100,000 Units 
Stisee Last Fall 


FLINT. - Domestic sales of 
Buick motor cars were main- 
tained at an accelerated pace 
during the second 10 days of 
March, retail deliveries exceeding 
the first 10 days of the month by 
approximately 1,400 cars and es- 
tablishing a new high for the 
year, according to reports. 

At the same time, production 
continued at the new high rate 
in force after a second increase 
in March schedules and was fea- 
tured by the completion of the 
100,000th car produced since the 
1936 models were introduced last 
fall. This car was a series 40 
Special four-door sedan with built- 
in trunk, one of the lower priced 
of the company’s four lines of 
1936 cars. 

On hand to see car No. 100,000 
of 1936 model production and the 
2,960,469th Buick roll off the as- 
sembly line were Harlow H. Cur- 
tice, president of the company; 
C. T. Scannell, general manufac- 
turing manager, and Sales Man- 
ager W. F. Hufstader. The event 
marked achievement of two- 
thirds of the projected 1936 man- 
ufacturing schedule of 150,000 
units. An original production 
estimate of 135,000 cars was im- 
mediately increased after the in- 
troduction as a result of the pop- 
ularity of the cars. 

Retail deliveries during the sec- 
ond 10 days of March totaled 
4,632 units, Hufstader said, as 
compared with 3,237 in the first 
10 days of the month and 1,783 
in the corresponding period last 
This was a gain of 1,395 


and was 2,849 units ahead of the 
comparable 1935 period, a gain 
of 160 per cent. 


Hudson Will 


Have Best Mar. 


In Six Years 


DETROIT.—Based on the cur- 
rent rate of retail sales in the 
United States, the Hudson will 
have its best March since 1930, 
according to William R. Tracy, 
vice-president in charge of sales. 
For several weeks the sale of 
Hudsons and Terraplanes has 
been large enough to consistently 
upset records of six years stand- 
ing and the month of March will 
continue the pace, according to 
Tracy. 

“Our retail sales in the United 
States for the first three weeks 
in March have totaled 5,655 cars,” 
states Tracy. “This is 25 per 
cent better than our sales for the 
same period in March of last 
year, and the last, and best, week 
of the month, is still before us. 
The fact that we have jumped so 
far ahead of last year in spite of 
floods and bad weather is an 
indication of the strength of the 


market.” 


WHEN THE 100,000th Buick of 1936 production, which is the 
2,960,469th car built by Buick, rolled off the assembly line the event 
was witnessed by Harlow H. Curtice (left), president, and W. F. 


Hufstader, general sales manager. 


It marked achievement of two- 


thirds of the 1936 manufacturing program of 150,000 cars. 





Popular in Corn Country 


ADN’s Inquiring Reporter This Week Asked 
The Following Question: 


What body types are moving the fastest in one-ton and 
one and one-half-ton truck models? 
increased demand for tractor type chassis with 


combinations? 


If the Inquiring Reporter’s query did not get around to 


you your comment would be 
your views on this question. 
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Survey Shows Closed Cab Pick-ups Most in Demand 


Trailer Combinations Are 


Has there been an 
vrailer 


appreciated. Please write us 








DETROIT.—Closed cab pick-ups 
in the one and one and a half-ton 
truck models seem to be in great 

demand in 
widely separated 
sections of the 
country, to judge 
from the an- 
swers received 
this week by 
ADN’s Inquiring 
Reporter. 
Dealers as far 
apart as Georgia 
and Nebraska 
report a_ brisk 
demand for the 
types just men- 
tioned while out 
where the tall 


corn grows there is an almost uni- | 


versal call for chassis with trailer 
combinations. In fact 85 per cent 
of the business out in Nebraska 
is done with the combination 
units. 


queried this week about the truck 
situation had this to 
themselves: 


* * * 


B. V. Stodghill, manager John 
Smith Co., Chevrolet, Atlanta, 
Ga.: “Closed cab pick-ups are 
moving fastest on half and one- 
ton truck chassis. Not more than 
10 per cent of the units here are 
purchased for trailer combina- 
tions as dealers in town do not 
particularly want this business. 
Most of the truck operators using 
trailers do their buying from 
dealers in small communities.” 


* * * 


R. D. Kingdon, International 
Harvester Co., Lincoln, «: Neb.: 
“Far greater number of pick-up 
bodies selling on half-ton trucks 
in this territory while stock and 
grain combination bodies best 
sellers in ton and half. Inter- 
national has company owned 
plants at Lincoln, Grand Island 
and Omaha in Nebraska and body 
types mentioned are fastest mov- 
ers for all this territory. Trailer- 
tractor combination bodies make 
up 85 per cent of sales for chassis 


| months. 


| gasoline make up most of semi- 


The leading truck dealers! tioiler 





say for} 





over one and one-half ton but 
small percentage below two ton.” 


* * * 


J. C. Higgins, Lord Auto Co., 
Diamond 5: “While we handle 
no one-half ton jobs my observa- 
tion is pick-up body types mov- 
ing best for this size truck with 
sedan and panel delivery jobs 
next. There is good call for such 
jobs and we expect good business 
when we put three-quarter and 
one-ton jobs on market month 
hence. Stock and grain bodies 
most popular on one and one- 
half-ton trucks with special bod- 
ies for hauling pop and beer run- 
ning close second. Tendency 
away from semi-trailers and not 
over 15 per cent of our sales are 
for this combination. ICC regu- 
lation seems to have put damper 
on semi-trailers here and tractor 
sales very slow during past six 
Tank jobs for hauling 


business. Many § semi- 
trailer owners wanting to change 
for body on back units. 


* * * 


H. C. Burnett, Duteau Chevro- 
let Co., Lincoln, Neb.: “Pick-up 
jobs far in lead on one-half-ton 
trucks. Panel delivery types 
fairly popular. Not many bodies 
being sold with one and one-half- 
ton trucks. Stock and_ grain 
bodies getting nod where such 
sales made. Mostly chassis and 
cab units sold in one and one- 
half ton. Semi-trailers make up 
about 35 per cent of bodies for 
one and one-half ton. Gasoline 
and auto transport semi-trailers 
moving fair shape. 

+ * ” 


E. T. Wingo, Mowbray-Wingo 
Co., Dodge, Lincoln, Neb.: “Com- 
mercial panel of sedan delivery 
type moving best on one-half-ton 
trucks. Stock and grain bodies 
best movers with one and one- 
half ton. Semi-trailer business 
very slow with our type of truck 
and we haven't sold such a unit 
for 60 days. Seem to be few 
semi-trailer sales on larger truck- 
tractor combinations, however, 





FINE! said George Pratt (left), assistant general sales manager, 
and Herb Byrne (right), assistant sales manager of Hudson, when 
W. E. Butler (center), president of Butler Motors, Inc., Chicago 
Hudson and Terraplane distributor, brought 200 of his dealers and 


salesmen to Detroit. 


NS 





Angeles recently. 


SAFETY UP TO PUBLIC. Intelligent education of drivers and 
pedestrians will conquer the safety problem, Henry T. Ewald, head of 
Campbell-Ewald Co. advertising agency, told his listeners in Los 
Here is Ewald (left) with Mayor Frank Shaw of 
the southern California metropolis. 





with gasoline transports most 


popular.” 
* ok * 

M. J. Lanahan, M. J. Lanahan, 
Inc., Dodge - Plymouth, Chicago: 
“About 80 per cent of our half- 
ton jobs are of the panel delivery 
type. The percentage is less, with 
more variation in demand, in the 
ton and half chassis. The de- 
mand is only nominal, amount- 
ing to about 10 per cent when it 
comes to tractors for trailer com- 
binations.” 

* - * 

R. A. Huene, J. J. Wright Mo- 
tor Co., Ford, Chicago: “The 
panel type body is by far the 
most popular with us in half-ton 
models. The sales are more 
divided among various types of 
bodies in the ton and one-half 
chassis. We have noted in the 
latter case that there is a sharp 
upturn 
work, now accounting for from 
20 to 25 per cent of our sales of 
one and one-half ton capacities.” 


Dollar Volume 


Advances 25% 





Above February 


WASHINGTON.—Dollar volume 
of retail financing of new pas- 
senger automobiles last month 
was 25 per cent above that of 


February, 1935. The Commerce 
Department has announced, and 
84 per cent higher than that of 
February, 1934. The increase from 
January was 3 per cent. The ag- 
gregate volume for the first two 
months of this year was 42 per 
cent greater than the correspond- 
ing period of last year. Figures 
are based upon returns from a 
sample group of large finance 
companies that have been in con- 
tinuous operation since 1929. 


1,000 Salesmen 
May Win Places 
In Buick’s Club 


FLINT. — One thousand crack 
salesmen of the nation-wide 
Buick retail organization shortly 
will receive special recognition of 
their abilities, according to W. F. 
Hufstader, general sales man- 
ager. 

This special recognition will be 
a three months’ membership in 
the Buick Salesmaster’s Club, 
newly created merit organization 
which will take the place of the 
Buick “Thousand Point” club. 
In addition special awards will 
be made in each Buick zone. 


in demand for trailer | 











GMAC Reports 
Added Profits 
During 1935 


NEW YORK.—The General Mo- 
tors Acceptance Corp. made last 


year a net operating profit of | 
compared with $10,-| 
700,862 in 1934, according to the | 
| annual report. 


$12,099,695, 


In addition, it re- 
ceived regular dividends of $2,- 
583,200 from a subsidiary, which 
made its net profit $14,682,895. 
Special dividends of $4,960,000 
were credited to undivided profits. 
In 1934 regular dividends re- 
ceived totaled $1,984,000, making 
the net profit for that year $12,- 
684,862. 

Business transacted by GMAC 
in 1935 totaled $1,030,594,565, com- 
pared with $790,568,115 in 1934. 
Last year’s volume was the larg- 
est for any year since the $1,- 
133,117,431 turnover in 1929. Busi- 
ness in the United States and 
Canada increased $734,222,089 in 
1934 to $954,734,451 in 1935. 


N. Y. Sales Increase 
114% Above 1935 


NEW YORK. — According to 
copyrighted sales and registra- 
tion analysis of new passenger 
cars for the metropolitan New 
York area, by Sherlock & Arnold, 
Inc., the comparative totals for 
January and February, 1936, in- 
dicate an increase over same two 
months in 1935 of 50.8 per cent 
and 114.9 per cent increase over 
same period in 1934. 





| distributor, 








Chicago Dealers 
See Hudson Plant 
And Order Cars 


DETROIT.- Two hundred Hud- 
son and Terraplane dealers and 


| salesmen from the Chicago area, 
| headed by W. E. Butler, president 


of Butler Motors, Inc., Chicago 
visited Detroit this 
week, saw how the cars they sell 


| are built and then drove back 


200 cars as the start of a big 
spring campaign. 

At a luncheon given them at the 
Hotel Savarine they were ad- 
dressed by A. Edward Barit, 
president; Stuart G. Baits, first 
vice-president and assistant gen- 
eral manager, and other factory 
officials. 

“This is only the start,” said 
Butler as he headed the motor- 
cade westward. “From every in- 
dication, the spring of 1936 should 
see the greatest amount of busi- 
ness the automobile industry has 
ever experienced.” 


Pontiac Plans 
Drivers Contest 


PONTIAC, ‘Mich, Offering 
every legally qualified U. S. 
driver a chance to demonstrate 
their driving skill profitably, a 
national economy contest will be 


| staged by Pontiac dealers during 


April. 

Two new Pontiac cars and an 
additional list of 164 cash prizes 
are being put up by the Pontiac 
Motor Co. as national awards in 
the economy contests. 


Every United States resident 
over 17 years of age and legally 
qualified to drive is eligible to 
compete and test his driving skill 
over a prescribed route accom- 
panied by an observer to assure 
full compliance with all rules 
governing the contest. 


First prize is a new Pontiac 
eight two-door sedan, and second 
prize is a new Pontiac Master six 
two-door touring sedan. Other 
prizes range from $300 cash for 
third place, $200 for fourth, $100 
for fifth, $50 for sixth, to 10 equal 
prizes of $25 each; 50 of $10 each, 
and 100 of $5 each. 

Dealers now are being supplied 
with necessary entry blanks and 
performance records for the con- 
test which gets under way Apr. 1 
and extends through Apr. 30. The 
only thing necessary for entrance 
in the contest is to register with 
a local dealer and comply with 
terms of the contest as set fourth 
on the entry blank. 

Rules required that all contes- 
tants drive a 1935 stock model, 
six-cylinder Pontiac car, fueled 
with ordinary gasoline, fed to the 
motor from a sealed, tamper- 
proof gasoline reservoir. 


PRESENT AT THE DRIVING of the rivet which officially dedi- 
cated the Southern California Division of General Motors Corp. were 


(left to right): 
driving the rivet, and 


Los Angeles County Supervisors G. L. McDonough, 
H. C. Legg; R. L. McCourt, president of che 


Chamber of Commerce; McCone, the steel company executive, and 
H. S. Roberts, general manager of the plant. 
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Operating | Costs of Light Trucks are Analyzed 


Metropolitan Life Survey 


Shows Variable Ex penses 


Despite the marked increase in the significance of motor 
truck transportation there is a scarcity of material on 


operating costs. 


As a means of assembling some practical 


data for comparative purposes a series of special studies 
of truck operating costs has been conducted by the Policy- 
holders Service Bureau of the M etropolitan Life Insurance 


Co., 
material. 


New York City. Following is a summary of the 
Copies of the complete survey will be mailed 


upon request, either to the company at One Madison Ave., 


New York City, or in care 

Generally speaking, conditions 
under which an individual truck 
or fleet of trucks operates direct- 
ly affect the operating costs. 
Variables are size, type and ca- 
pacity. Equipment selected should 
be adaptable to the merchandise 
to be carried, traffic conditions 
and loading and unloading re- 
quirements. Other conditions 
affecting the operation are roads, 
traffic conditions, weather, clim- 
ate, season of the year, period 
covered, age of trucks, character 
of the load, frequency of stops 
and maintenance policy employed. 

Depreciation policy adopted may 
have a marked affect on oper- 
ating costs: some concerns de- 
preciate their equipment at a 
fixed rate per mile, others on an 
annual basis. Well planned routes 
help to keep costs down. 


The National Electric Light 
Assn. Bulletin published a sug- 
gested classification of operating 
expenses which separated the 
items into two general divisions, 
variable and fixed, as follows: 

Variable 

1. Gasoline or electric energy. 

2. Oil. 

3. Tires and tire repairs. 

4. Repair material used on 
chassis. 

5. Repair material used on 
cab, body or auxiliary equipment. 
6. Repair labor on chassis. 

7. Repair labor on cab, body 
or auxiliary equipment. 

8. Painting labor and material. 

9. Accident labor and material. 

10. Garage labor. 

11. Garage material. 

12. Miscellaneous expense. 

Fixed 
. Drivers’ and helpers’ wages. 
. Garage rent and mainten- 


. Insurance. 
Licenses and taxes on ve- 


17. Depreciation on vehicles. 

18. Superintendence. 

19. Interest on investment 
vehicles. 

20. Overhead: garage, shop and 
stores. 

21. Administrative expense. 


Some items of operating costs 
are influenced primarily by the 
capacity of trucks. Table I shows 
a summary of the variable oper- 
ating costs of 46 fleets consisting 
of 1,004 individual vehicles, ac- 
cording to capacity. The figures 
do not include depreciation, li- 
cense fees, insurance, drivers’ 
wages or garage expense. They 
include only the expenses over 
which the local fleet manager has 
direct control. It will be noted 
that the total variable cost per 
mile for one and one-half ton 
trucks is lower than that of three 
of the lighter types. This may be 
partially explained by the fact 
the one and one-half ton trucks 
traveled, on an average, a sub- 
stantially higher mileage per 
week. 

Some transportation executives 
believe the length of mileage 
traveled per day is the most im- 
portant cause of variation in op- 
erating costs. They hold that a 
low mileage on short routes not 
only causes a high cost per mile 
for depreciation, license fees, and 
other fixed expenses, but also 
increase such variable costs as 
gasoline, tires and repairs. 

Another important factor in- 
fluencing operating costs is the 
age of the _ trucks. Careful 


in 


of Automotive Daily News. 





studies have been made to de- 
termine the economical trade-in 
points. Eventually, high repair 
costs will more than offset their 
low depreciation charges. 

Table II shows variable operat- 
ing costs of 100 one and one-half 
ton trucks, according to the num- 
ber of miles operated. The figures 
do not include depreciation, in- 
terest, license fees or garage ex- 
penses. 

The trucks included in Table 
III were selected from 18 fleets 
operating in all sections of the 
country. All fleets, however, had 
identical accounting methods. 

Certain variations in costs be- 
tween states are inevitable. Gaso- 
line and license fees vary. Gen- 
eral road conditions affect tire 
cost. Insurance tends to be higher 
in the larger cities than in the 
rural sections. 

A classification of variable op- 
erating costs, according to the 
states in which the trucks were 
operating, is shown in Table III, 
covering the one and one-half 
ton truck. The figures shown in 
Table III do not include over- 
head or other fixed costs and are 
assembled according to uniform 
accounting methods. 

The General Motors Truck Co. 
conducted a survey of motor 
truck operating costs in 1929, in 
which owners of 26,656 light duty 
trucks participated. The survey 
developed certain general sta- 
tistical operating data in addi- 
tion to operating costs. One tab- 
ulation, in which the information 
was summarized according to 
type of industry or trade in which 
the trucks were used is repro- 
duced in Table IV. The total op- 
erating costs per mile as shown 
in the last column includes the 
cost of maintenance and depreci- 
ation in this instance. 


Editor’s Note: The entire sur- 
vey contains 24 tables breaking 
down operating costs according to 
size of units, mileage per week, 
length of route, size of towns and 
other classifications. Space limits 
prohibit the reproduction of all 
these tables, Those included above 
are of the most general interest 
and application. 


Dall is Elected 
To Permite Post 


CINCINNATI.—L. A. Dall has 
been elected a vice-president of 
Aluminum Industries, Inc., man- 
ufacturers of Permite products. 

Dall, who became associated 
with Aluminum 
Industries when 
the Dall com- 
pany was con- 
solidated with 
the former or- 
ganization, is in 
charge of all 
Permite re- 
placement parts 
sales. 

In 1916 Dall 
formed the Dall 
Motor Parts Co., L. A. Dall 
Vermillion, O. In 1922 the com- 
pany was moved to Cleveland. 
Early in 1933 the name was 
changed to the Dall Mfg. Co., Inc. 
The Dall organization was con- 
solidated with Aluminum Indus- 
tries last November, but will con- 
tinue to operate as a separate 
unit for an indefinite period. 





Number of fleets in group 

Number of trucks in group 

Variable Cost per mile: 
Gasoline 
Oil 
Repair labor 
Repair supplies 
Tires 


Miscellaneous supplies and expense 


Total variable cost for period 
Total variable cost since purchase 
Average mileage per week 
Average mileage since purchase 


Total Miles Operated 
Since Purchase 

Number of trucks in group.... 
Variable cost per mile: 

Gasoline 

Oil 

Repair labor 

Repair supplies 

Tires 

Misc. supplies and expense... 
Total variable cost for period... 
Av’ge wkly mileage per truck.. 
Total variable cost since pur.. 
Miles per gallon of gas 


Number 

Trucks 
in 

Group 
Arkansas 5 
California 27 
Colorado 5 
Connecticut 8 
Dist. of Col. 6 
Indiana 51 
Iowa 24 
Kansas 11 
Louisiana 9 
Mass. 22 
Mississippi 12 
Missouri 76 
New York 49 
Ohio 24 
Texas 19 
Utah 6 
Virginia 13 
W. Va. 30 


Gaso- 
line 
$0.0102 
.0137 
.0154 
.0100 
.0095 
.0105 
.0114 
.0115 
.0089 
.0103 
0144 
.0114 
.0112 
.0109 
.0075 
.0169 
.0123 
.0132 


Oil 
$0.0011 
0015 
0005 
.0013 
0007 
0005 
.0010 
.0009 
0009 
.0021 
.0013 
0011 
.0010 
0005 
0005 
.0008 
0010 
.0008 


Below 
15,000 


17 


Table I 


OPERATING COST OF 46 FLEETS 
Segregated According to Truck Size—13-Week Period Ending Dec. 30, 1934 


to 


30,000 


14 


$0.0109 


.0006 


0071 
0030 


.0013 
.0014 


.0243 


516 
0374 


10.4 


Table Ill 


OPERATING COST OF ONE AND ONE-HALF TON TRUCKS 
Classified by States in Which Located—13-Week Period Ending Dec. 30, 1934 


Variable Avge. 
Cost Mileage Mileage 


Repair 
Labor 
$0.0059 
.0210 
.0088 
.0153 
.0070 
.0104 
.0097 
.0155 
.0110 


PERE TG VIELE E RETA E Hw O88 5.0 oreo D5 0.d-0 0 05 


30,001 
to 
40,000 
7 


$0.0102 
0008 
0087 
.0064 
0024 
-0006 
0291 
815 
0347 
11.7 


Repair 


Supplies 
$0.0040 


0044 
0041 
.0074 
0025 
.0040 
.0087 
.0101 
.0043 
.0070 
0049 
.0082 
.0082 
0041 
.0083 
0030 
.0039 
.0028 


1% 


Ton 
2 


10 


$0.0096 


0008 
0080 
0074 
.0010 
.0012 
.0280 


.0460 
613 


181,148 


Table Il 


OPERATING COST OF 100 ONE AND ONE-HALF TON TRUCKS 
Classified According to Total Mileage Operated—13-Week Period Ending Dec. 30, 1934 


15,001 


40,001 
to 
50,000 

7 


$0.0126 
0012 
.0107 
.0066 
.0020 
.0007 
.0338 
223 
.0410 
10.1 


Tires 
$0.0035 
.0041 
.0029 
.0066 
.0027 
.0016 
.0029 
.0047 


.0030 
0031 
0025 
0021 
.0008 
.0013 
.0038 
0007 
0024 


Table IV 


OPERATING EXPERIENCE WITH LIGHT DUTY TRUCKS 
Classified by Type of Business (General Motors Survey of 1929) 
Average 


Number 


Industry or Trade 
Auto supplies and accessories 
Bakeries 
Bottlers 
Building material 
Department stores 
Coal, coke and ice 
Coal and fuel exclusively 
Confectioners 
Creameries, dairies and ice cream 

manufacturers 
Drugs and chemicals 
Electrical contractors 
Elevators and millers 
Florists 
Furniture and house furnishings. . 
General merchandise 
Grocers and food products 
Hardware 
Hay and feed 
Lumber and millwork 
Machinery and tools 
Meats 
Metals 
Oils and gasoline 
Plumbing and heating 
Produce and com. merchants 
Publishers 
General contractors 
Road contractors 
General trucking 
Laundries and cleaners 
Warehouses 
Municipal, county and state 
Gas, electric and water 


of 


Trucks 


*Includes cost of maintenance and depreciation. 


Mi 


Gallon 


les Per 


of Gas 


13.1 
12.9 
13.4 
12.1 
12.3 
12.9 
11.8 
13.2 


12.3 
13.0 
14.6 
13.2 
14.2 
13.2 
14.0 
13.0 
14.1 
13.8 
12.5 
13.4 
12.7 
12.4 
13.5 
15.1 
14.3 
13.5 
13.1 
11.9 
12.7 
13.6 
12.0 
12.0 


Miles 
Per Quart Payload 


of Oil (Lbs.) 


129 
124 
109 
104 
107 

82 
111 
120 


105 

83 
128 
113 
114 
104 
112 
108 
108 
113 

87 

96 
122 

94 
113 

95 
116 
105 


50,001 
to 
60,000 

12 


$0.0100 


-0010 
.0107 


11.4 


1 Ton 
16 
254 


$0.0118 
0009 
.0122 
0064 
0020 
0007 
.0340 
.0413 
344 
80,798 


60,001 
to 
75,000 

14 


$0.0087 
.0008 
0123 
.0074 
.0034 
.0008 
0334 
280 
0393 
12.4 


Total 


Variable 


Misc. 


$0.0005 


.0013 
.0012 


Average Lengthof Stops 
Haul or 
Route (Mi.) 


2,004 
1,215 
3,459 
2,894 
1,848 
3,006 
3,323 
1,482 


2,202 
1,687 
1,055 
3,207 
1,082 
1,584 
1,946 
1,836 
1,512 
2,707 
2,645 
1,358 
1,758 
2,821 
2,883 
1,198 
2,597 
2,053 
2,538 
5,311 
3,313 
1,025 
2,844 
2,429 
1,590 


Cost 
$0.0252 
.0457 
0329 
.0412 
.0232 
.0279 
.0345 
.0443 
.0270 
.0326 
.0356 
.0310 
.0346 
.0266 
.0334 
.0339 
.0260 
.0296 


33.7 
60.5 
40.0 
11.6 
40.4 
19.7 

5.1 
57.4 


42.0 
41.2 
14.7 
18.5 
17.2 
27.6 
226.8 
21.9 
12.0 
21.2 
11.5 
23.2 
34.3 
33.2 
23.5 
12.6 
78.7 
63.2 
14.3 
9.4 
44.0 
47.8 
57.5 
26.1 


% 


$0. 


Ton 
14 
184 


0130 


.0010 
.0142 
0076 
.0029 
0008 
0395 
0446 


186 


83,349 


75,001 


to 


12 


$0.0110 


0017 
0130 
.0090 
0011 
0006 
0364 

340 
0352 


12.6 


Since 
Pur. 


$0.0277 


.0370 
.0402 
.0401 
0224 
0285 
0408 
0410 
0435 
0359 
0356 
0378 
.0388 
0358 
.0389 
.0366 
0285 
0405 


Per 
Day 


100,001 
to 


100,000 125,000 


7 


$0.0088 
0006 
.0130 
0058 
0007 
.0006 
.0295 
370 
.0362 
12.7 


Per 
Week 
670 
203 
663 
251 
689 
411 
588 
192 
337 
273 
569 
442 
296 
452 
240 
328 
517 
322 


23 
93 
49 
21 


% Ton 
13 
143 


$0.0102 
.0008 
.0088 
.0049 
.0016 
.0006 
.0269 
.0299 
255 
40,503 


Over 
125,000 
10 


$0.0114 
.0011 
0085 
0104 
0024 
.0005 
.0343 
517 
0352 
10.2 


Avge. 


Since 
Pur. 
59,270 

39,360 
137,800 
45,030 
35,860 
65,180 
137,080 
43,840 
45,757 
39,600 
61,170 
53,970 
59,270 
54,290 
53,150 
22,914 
44,793 
20,400 


Operating 
Costs (C’ts 
Per Mile)* 


15.2 
79 
7.8 

16.0 

12.1 

11.2 

18.7 
9.4 


10.3 
33.4 
9.2 
9.9 
8.6 
10.9 
11.9 
9.5 
10.9 
8.8 
15.0 
14.7 
9.0 
15.2 
9.2 
13.3 
111 
10.3 
10.9 
9.6 
13.2 
7.8 
15.6 
8.9 
8.9 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 


tive industry as a whole. 


Nor will its columns 


be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 


10 TH. YEAR 


the dissemination of NEWS which is timely, 


authentic and of value. 


SATURDAY, MARCH 28, 1936 


If the Worm Would Turn 


PRING is here. 


Dreary February days are gone and 


the progress during March has brought evidence that 
automobile sales this year as in other years will react to 
the stimulus of the vernal equinox. Opinions among deal- 
ers and factory sales heads hold that we are now on the 
threshold of one of the best selling seasons in the 


industry. 


Dealers who are just about to spread themselves after 
a bad winter will find the same old harpies in the offing 


waiting to be the early bird 


that gets the worm. These 


harpies are such birds as chiseling competitors, chiseling 
buyers, and fear of potential losses as the result of heavy 


used car stocks. 


Dealers who start now with the determ- 


ination to master their own business, to sell cars rather 
than to be sold used cars, to adopt sane trading methods 
and aggressive selling methods will come out on top. 
There can be little question of what would happen if the 
worm would turn, the question is will he turn? 


After the Deluge, What? 
“pms year of 1936 started most auspiciously for the 
trucking industry. Events since the first of the year 
have added a new glow to that already rosy picture. Reg- 
istrations to date are at new high levels in the industry’s 
history and the trend indicates clearly that 1936 will top 
the previous record year of 1929. 


Now come the floods. 


What is one man’s meat is 


another’s poison and this holds true in the truck industry. 
Throughout a wide portion of our eastern states, com- 
munities today are busily digging themselves out of the 


ruins left by receding flood waters. 


at one hundred millions of 


Damage is estimated 


dollars. This means much 


reconstruction work and reconstruction work means ad- 


ditional trucks. 


greater spending for future flood control. 


Added to this is the likelihood of still 


This is a new 


market for trucks that was not visible in the earlier 


picture. 


Jack Frost 
eyests called halt this week to one of the most dy- 
namic, yet little sung workers in the dealer field— 
J. E. A. (Jack) Frost, general manager of the National 


Automobile Dealers’ Assn. 


Only those who were close to 


Mr. Frost appreciated the untiring effort he put forth in 
his struggle to improve the position of the automobile 


dealer. 


When NRA came into being in 1933, he left his 


thriving dealership on the west coast to devote all his time 
to correlating dealer viewpoints on used car controls and 
work them into a tangible document which became the 
Motor Vehicle Retailing Trade Code. 


Solution of the used car problem held a challenge to 


Frost that his fighting spirit revelled in. 


Like other cru- 


saders, he found, in many cases, his greatest opposition 
came from those whom he sincerely hoped to aid. Tire- 
less and persistent he paid more attention to his work at 


hand than his physical well being. 


It was this latter side 


of him that contributed to his untimely death at the age 
of 40. A sound, upright dealer organization was his chief 
ambition and we feel that his efforts contributed much 


to that end. 


By the Publisher 


Talking with Gar 
Wood in the lobby 
of the DAC last 
night he told me 
that every available hydraulic 
hoist body and every piece of 
machinery which they manufac- 
ture, and which could be used in 
the Pittsburgh area was already 
on its way there. That brought 
about an interesting discussion 
which might have been entitled, 
“When is a catastrophe economi- 
cally a disaster in this country?” 
Newspaper headlines scream 
“FLOOD LOSSES WILL REACH 
HUNDRED MILLION,” meaning 
that it will cost that to replace 
what the surging yellow waters 
have destroyed. Yet in a coun- 
try where we have an over-supply 
of every God or man-made prod- 
uct, the net result ECONOMI- 
CALLY, mind you, of a great fire, 
flood or earthquake, is to make 
necessary thousands of hours of 
labor and millions of dollars 
worth of materials to repair the 
damage. 


FLOODS 
AND 
BACKWASH 


* * * 


ALREADY WASHINGTON is 
pouring millions into the program 
of rehabilitating the flood areas 
all through the east. That is as 
it should be. A strong govern- 
ment such as ours should assume 
the responsibility when the na- 
tional emergency arises in the 
battle with natural forces over 
which the stricken community 
has no control. It is the job of 
the Red Cross to minister kindly 
to the stricken individual, but it 
is the united strength of 48 great 
states which should insure against 
the staggering losses when borne 
by one of their number. It is 
to be hoped that we can report 
in these columns evidence also 
that the great motor car com- 
panies have come to the aid of 
stricken dealers in the flood 
areas. That these dealers have 
the genuine sympathy of every 
man in this industry goes with- 
out saying and that they deserve 
the helping hand of the manufac- 
turers, in such an emergency 
seems all too obvious. 

x oS * 

BUT TO RETURN to our world- 
famed Detroiter, with bushy 
white hair framing the bronzed 
and weather-beaten face, Gar 
Wood. What a man and what 
an interesting life he leads! Only 
yesterday he had flown his own 
low-winged plane up from Miami 
to the Detroit airport in seven 
hours! Today he was to fly 
back “while the weather is nice” 
he said, as casually as you would 
mention a spin of twenty miles 
out to your country place. When 
he talks his face lights up like 
a school boy’s and there is al- 
ways that twinkle in his eyes of 
a man who finds not enough 
hours in our ordinary sun-to-sun 
days in which to squeeze out of 
life its last drop of joyous ac- 
complishment. » Creative as his 
neighboring manufacturer at 
Dearborn, sound in his judgment 
of men as he is of materials and 
ready always to take the “sport- 
ing chance” with no fear of its 
risk to himself, Gar Wood can 
well fill a role to which most of 
us can look with admiring eyes. 


* * * 


FAR BE IT for this column 
to usurp the perogatives of those 
on ADN whose job it is to follow 
for you the production and sales 
curves, but I must report that 
never in my recollection has there 
been such a universal opinion, 
with no dissenters, as there is in 
this City of the Straits today, 
that the present upward swing 
of car and truck sales is going 
to continue right through the 
summer. And that there may 
be an actual shortage of the most 
popular lines before July 4th no 
longer appears to be an impos- 
sibility. We are in a great sea- 
son and records have already 
fallen, but we have only started! 
—G,. M. S. 


ip 


Ui 


@ 
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If the Worm Would Turn 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 


are invited to use 


this space for voicing their opinions or ideas. 


Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Trucks 


Attached herewith I am sending 
you postal money order for renewal 
to my subscription to the Automo- 
tive Daily News. 

I am very much interested in a 
magazine devoted mostly to furnish 
informations on commercial cars and 
heavy duty trucks, i.e., domestic list 
prices in the different wheel bases, 
tonnage, chassis weights, tire equip- 
ment, detail specificatons, ete., and 
I would appreciate very much that 
you send me a sample copy of said 
newspaper or magazine if you pub- 
lish same. 

If not, could you not be kind 
enough to pass my request to some 
publications in the States that could 
send me the sample publications I 
desire, which must be mostly related 
to informations on commercial cars, 
light and heavy duty truck chassis 
and equipment. 

I am already receiving your Au- 
tomotive Daily News, Automobile 
Topics, The American Automobile 
which give good information on pas- 
senger cars but not sufficient and 
complete enough for my needs on 
commercial vehicles both of light 
and heavy duty construc'tion— 
Adrian Nelson, San Juan, Puerto 
Rico. 

EpItor’s NOTE: We suggest sub- 
scribing to the Commercial! Car 
Journal, Chilton Co., Philadelphia, 
Pa. 


Correction 


Mr. Eaton has just called to my 
attention an error made in your 
January 25th issue which he feels 
should be corrected even at this late 
date. 

On Page 12 a small item appears 
under the headline “W. C. Ireland 
New Head of Eaton Manufactur- 
ing.” The first paragraph carries 
the same misinformation. 

Mr. Ireland has been for some 
time president of Eaton-Detroit 
Metal Co., a subsidiary of Eaton 
Manufacturing Co. C. I. Ochs has 
long been president of the parent 
company, Eaton Manufacturing Co. 

We shall greatly appreciate your 
correcting the impression which must 
have been gained by your readers 
by stating that W. C. Ireland was 
mentioned as having become the 
new head of Eaton Manufacturing 
Co. when it was your intention to 
state that he is president of Eaton- 








Detroit Metal Co., a subsidiary of 
Eaton Manufacturing Co —Morgan 
Fenley, advertising manager Eaton 
Manufacturing Co., Cleveland. 


Coming Events 


APRIL 
4-18—Chicago. Illinois Automotive Parts Asan. 
Maintenance Show. Navy Pier. 
9-10—Shreveport, La. American Petroleum In- 
stitute, Washington, Youree Hotel. 
15-16—Milwaukee. SAE Tractor and Industrial 
Power Meeting. 
16—Lisbon, Portugal. Auto Show. 
20-21—Philadelphia. American Gear 
Assn., 20th annual convention. 
21-24—Detroit. SAE Production Meeting. 
26-May 3—Poznan, Poland. Auto Show. 
27-30—Washington. U. 8S. Chamber of Com- 
merce Annual Meeting. 


MAY 
May —Paris, France. Foire de Paris. 
May —Oslo, Norway. Auto Show. 
2-t1—Zagreb, Yugoslavia. Auto Show. 
4-9—Detroit. American Foundrymen’s Assn., 
40th annual convention 
10-20—Madrid, Spain. Auto Show. 
13-15—Tuisa, Okla. American Petroleum Insti- 
tute Mid-Year Meeting. 
16-23—Tulsa, Okla. International 
Exposition and Congress. 
20-21—Cleveland. National Battery 
Assn,, spring convention 
28—New York. American Iron and Steel 
Institute, annual meeting. Waldorf As- 
storia 
30—Indianapolis. Annual 
30-June 14—Katowicz, Poland. 
3i-June 6—White Sulphur Springs, 
SAE Summer Meeting. 
JUNE 
1-4—Cincinnati, Automotive Engine Rebuild- 
ers’ Convention. 
6-Nov. 29—Dalilas, Texas Centennial Exposi- 
tion 
27—Mineola, L. 1. 
velt Field. 
27-Oct. 4—Cleveland. Great Lakes Exposition. 
29-July 3—Atlantic City. American Society for 
Testing Materials, annual meeting. Chal- 
fonte-Haddon Hall. 


SEPTEMBER 
7-12—Pittsburgh, American Chemical 
ciety, semi-annual meeting. 

OCTOBER 
1-tt—Paris. Automobile salon. 
12—Mineola, L. §. Automobile race, 
velt Field. 
15-24—London. 


Mfrs. 


Petroleum 


Mfrs. 


500-mile race. 
Auto Show. 
WwW. Va. 


Automobile race, Roose- 


So- 


Roose- 
Thirtieth International Au- 
tomobile Exposition. Olympia. 
19-23—Cleveland. American Society for Met- 

als, 18th national Metal Congress and 
Exposition, Exposition Hall. 
NOVEMBER 
9-12—Chicago. American Petroleum Institute, 
17th annual meeting. 
11-13—New York. Automobile 
Central Palace. 


show. Grand 
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MR. M. M. GILMAN, VICE-PRESIDENT AND GENERAL MANAGER OF PACKARD MOTOR CAR CO., SAYS: 


“Packard invites you to 
go places” 


‘**Packard is going places. 

‘*And if you’re a soundly-financed, 
aggressive, ethical dealer, you’re 
invited to come along. 

‘*I believe, sincerely, that it will be 
a mutually-profitable ride. And it’s 
a ride that has already started. A 
few quick facts from Packard’s 1935 
record will prove to you that we are 
already in high gear with the throttle 
wide open. 


This 


has meant bigger incomes to hundreds 


**In 1935, Packard 120 sales went 
from scratch to second place in the 
price class—and that in eight months, 
not twelve. 

‘**In 1935, the Packard distributing 
organization—the most loyal and 
stable in the industry—more than 
doubled in size. 

‘In 1935, sales of big Packards 
moved even closer to 50% of the 
total big car business in America. 

‘And in 1935, the earnings of 


book 





Packard dealers were the envy of 
many a competitor. 

‘*That’s just a start. There is room 
for further growth that will dwarf 
the 1935 record. 

“If you are an ambitious, estab- 
lished dealer, we cordially invite 
you to get in touch with us. We’re 
offering you an opportunity that is 
both big and bright. Your first step is 
to send for the free Packard Fran- 
chise Book and digest the facts.’’ 


Packed to the covers with facts, this 
book has shown many dealers the way 
to larger incomes. Your free copy is 
waiting. Write today to Packard 
Motor Car Co., Detroit, Michigan. 
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Ford Neighborhood Station Plans Big Spring 


Good Location | Expected 
To Grab Heavy Traffic|% 


By NORMAN L, PARK 
PITTSBURGH.—Following a discouraging beginning in 
the severe winter, the new neighborhood Ford sub-agency 
and service station of the Rodgers Service Enterprises 
here is laying plans for a strong “comeback” this spring. 
Ideally located at one of the main entrances to Bellevue, 
a thickly populated suburb of Pittsburgh, the Rodgers 
neighborhood station has the makings of a good neighbor- 
hood car sales and service business. M. J. Rodgers, son of 





Car Inspection 


Fought in Wash. 


WASHINGTON. — Motordom in 
| the National Capital is split wide 
#| open on the issue of compulsory 
1; mechanical inspection of all mo- 
| tor vehicles in the District of 


Columbia. 


The dispute is again before 
Congress, which is Washington’s 
city council. Last year the bill 
passed the House but was blocked 
in the Senate. The latest develop- 
ment is a debate before the traf- 


HERE’S AN EXAMPLE of how an old building can be converted 
into a neighborhood sales service unit with a comparatively small 


State Senator William B. Rodgers, 


is the manager of this station and 
also another gasoline station di- 
rectly across the street. 


New Wing Added 

Last November a new wing was 
added to house the new car show- 
room and the Bellevue Auto and 
Service, Inc., 
Ford dealer, 
granted Rodg- 
ers a sub-agen- 
cy in which to 
promote the 
Ford product. 
Quite a few new 
cars were sold 
and used models 
taken in trade 
but soon the se- 
vere cold set in 
and handicap- 
ped operations. 
At present the staff of the sta- 
tion includes one salesman and 
one mechanic in addition to 
Rodgers and the crew of the gas- 
oline station. Further additions 
are to be made as fast as the 

business will permit. 
A good washing business, small 
accessory sale and lubrication 





© 


jobs have been built up since the 
Rodgers Enterprises were estab- 
lished about a year ago on the 
Ohio River Blvd. over which 
thousands of Pittsburgh - bound 
cars pass every morning and re- 
turn at night. 

Plans call for installation soon 
of a complete United Motors mo- 
tor analysis and testing unit to 
enable the mechanics to provide 
scientific attention to the cars of 
customers. 


Believes in Advertising 


Rodgers believes in advertising 
his products and services in local 
newspapers and a week seldom 
goes by when his copy can not 
be found in the Bellevue and 
nearby papers. He has found 
that this type of promotion 
brings definite results and he 
plans to use it extensively this 
spring. 

The Rodgers station is one of 
the few service operations given 
permits to operate on the Ohio 
River Blvd., and it is the only new 
‘car outlet on the boulevard. 


Here’s a vise that will 


never get 


“sloppy” ! 


@ No one knows better than a busy garage 


mechanic how 
“sloppy” vise can be. 


troublesome 


a_ slow - acting, 


With an Acco Machinist Vise on your bench, 
you have a vise that you can swear by—not at. 
Acco Vises have a quick action screw. They open 
and close in half the time usually required. They 


have an automatic stop 


and an adjustable nut 


which makes it easy to take up all play. They 
are furnished with either stationary or swivel 


bases. 
service. 


They are specially designed for garage 


The next time your jobber’s salesman drops in, 
talk with him about an Acco Vise. 


MANLEY MANUFACTURING DIVISION 


of the American Chain Company, Inc. 
York, Pennsylvania 


In Business for Your Safety 


MANLEY sririon 


ROLTIET gs 


amount of remodeling. 


This Rodgers Service 


Enterprises Ford 


branch is located on a busy thoroughfare in Pittsburgh. 


Station Can Change Color 
Nightly With Glass Block 


TOLEDO, O.—An automotive 
service station that changes color 
every night in the week is made 
possible through the new type 
of glass block being manufac- 
tured, it is reported. 

One of glass block’s most im- 
portant characteristics, translu- 
cency without transparency, mul- 
tiplies the possibilities of modern 
architecture in attracting the pub- 
lic eye. Mere changing of colors 
of light bulbs, it has been dem- 
onstrated recently, would enable 
an operator to change a glass 
block building from ordinary glass 
white to a brilliant yellow or to 
a blazing red, sky blue, orange or 
to any color or group of colors 
desired. 

In the world’s first all-glass 
windowless building, recently 
completed here, for the packaging 
research division of the Owens- 
Illinois Glass Co., developers of 
the new glass block, it is dis- 
closed that the four-inch thick 
glass block walls are comparable 
in insulating value to a 12-inch 
brick wall or a 16-inch concrete 
wall. 

Maintenance costs are said to 
be greatly reduced, a hose line 
quickly erasing all grime. A 
dampened cloth usually is suf- 


Predicts Heavy 
Summer Travel 


CHICAGO.—Following a check 
of travel conditions in the south 
made by a director of the Chi- 
cago Motor Club, J. E. Bulger, 
that organization says that motor 
touring, which set new high 
records during 1935, will register 
an even further gain during the 
summer travel season. 

“There are now about a million 
more automobiles in use through- 
out the United States than there 
were at this time last year,” he 
says. 


WANTED 


Experienced Wholesale 
Truck Men! 


@ Large truck manufacturer has 
immediate vacancies for several 
energetic and aggressive whole- 
sale factory representatives. Men 
selected must have practical truck 
merchandising experience and a 
thorough knowledge of the medium 
priced truck field. Proved ability 
to develop a fast selling truck 
dealer organization is essential. 
A powerful and intensive adver- 
tising campaign is creating wide- 
spread interest. This is an excel- 
lent opportunity for the right men. 
Write T-1, Automotive Daily 
News, at Detroit, Mich. State age, 
married or single. Give full details 
of truck experience, previous em- 
ployers and length of time employed 
with each and reasons for leaving. 


ficient to remove clotted spots of 
oil and grease. Glass will not 
absorb grease or odors and of 
course is fire and acidproof. No 
plastering is required, ordinary 
masons lay up the blocks at the 
same speed as ordinary brick. 

Increased natural light for day- 
time work is one of the materi- 
al’s greatest assets. Patterns on 
the inside face of the block to 
control the amount of light to 
enter the building provide dif- 
fusion, so that glare and sun 
spots are said to be eliminated. 
The patterns control the light 
further, by bending incoming 
light rays floorward, straight 
across the room, or upward, de- 
pending upon the occupant’s de- 
sires. 


Compulsory Inspection 


Probable For Seattle 
SEATTLE. — Seattle’s 108,000 
registered motor vehicles are one 
step nearer semi-annual inspec- 
tion as to safety devices. The 
public safety committee of the 
city council on Ma. 24, unani- 
mously recommending passage. 
Favorable action is considered 
certain. 

The inspection station will be 
operated by the city. Annual fee 
per owner is set at $1, with two 
extra inspections each six-month 
period at no additional charge. 
Monthly payroll to operate the 
testing station is estimated at 
$5,000. 


Turns Dealer 

ST. PAUL, Minn.—Recently dis- 
trict manager for Buick Motor Co. 
in charge of the Minneapolis-St. 
Paul metropolitan area, Earl A. 
Perry has become interested in St. 
Paul Motors, St. Paul Buick dealer, 
as president and general manager. 


fic committee of the Federation 
of Citizens Assn. at which the 
deep cleavage of opinion was 
demonstrated. 

It revealed that the District traf- 
fic department, the American Au- 
tomobile Assn. and the Washing- 
ton Automotive Trade Assn. favor 
the plan of compelling semi-an- 
nual inspection of all cars, while 
the Keystone Automobile Club 
and the chief of police believe it 
unwarrantedly expensive and in- 
adequate. 





Graham Sales Spurt 


Discloses F. R. Val 

DETROIT.—Orders receive 
the Graham-Paige Motors Goon 
this week reached the highest 
total record for the past year, 
according to F. R. Valpey, vice- 
president and general sales man- 
ager. 

“Evidence that spring buying 
will reach new peaks both for 
ourselves and the industry is un- 
mistakably indicated by the en- 
thusiastic sales reports reaching 
us from distributors and dealers 
all over the country,” Valpey said. 


DuPont to Stage Exhibit 


For Boardwalk Crowds 

WILMINGTON, Del.—The part 
which the du Pont chemical in- 
dustries play in the economic life 
of the nation will be presented 
on an increased scale at the du 
Pont exhibit, Atlantic City, be- 
ginning this spring. The exhibit 
has been enlarged and now con- 
sists of 6,000 square feet. 


Crisp Moves 
MINNEAPOLIS, Minn.—G. S. 
Crisp has moved to Minneapolis as 
district manager of the Cadillac 
Motor Co. in charge of the north- 
west territory which comprises five 
states. 


GM Man Named 


PONTIAC. — William B. Living- 
ston, assistant to the president of 
the General Motors Truck Corp., has 
been elected president of the Pon- 
tiac Board of Commerce. 


MORE PROFITABLE SERVICE with 


URTIS 


Complete Accessibility 
Handle Ali Cars 
Drop-Away Wheel Guides 


CURTIS 


CURTIS PNEUMATI 
1993 Kienlen Avenue 


LIFTS 


Self-Leveling Platform 
4-Ton Capacity 
Oil Locked 


AIR COMPRESSORS—CAR 
WASHERS—ROTATING LIFTS 


C MACHINERY CO. 
ST. LOUIS, MO. 


NEW YORK CHICAGO SAN FRANCISCO 
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Proved Over and Over Again by 


Thousands of Hudson and Terraplane Owner Records 
of 100,000 ... 150,000 ... 250,000 Miles ...and More! 


When Hudson and Terraplane dealers 
were asked to gather actual records of 
Hudson-built cars that had been driven 
75,000 miles or more, nobody realized how 
amazing the response would be. 


You can go to any Hudson and Terra- 
plane showroom and see proof of the in- 
built ruggedness that’s beneath the brilliant 
style leadership of Hudson-built cars... 
beneath the extra room and superlative 
performance and safety that all help to 
build the ever-growing demand for them! 


Seventy-five thousand miles is no mile- 
age at all for a Hudson-built car! Owners 
count in hundreds of thousands ... at any 
Hudson and Terraplane showroom you can 
see the names and addresses of people who 
have driven these cars up to 250,000 miles 
—and many even more. And owners of 1936 
models are finding that this same Jong life 
is more than ever a characteristic of Hud- 
son-built cars ... while dealers are finding 
that fast selling is another! 


The Hudson dealer organization today 
is stronger, in numbers, than at any time 
since 1930; in business-getting and money- 
making ability it is, we believe, the finest 
Hudson has ever had. It is an organization 
with which you can be proud to become 
associated. 


Write or wire the Factory if you are in- 
terested in the profit-making opportunity of 
the 1936 Hudson and Terraplane franchise. 


Discover the Modern 
Way to Drive a Car! 


The Electric Hand ...a flick of the finger, 
and gears shift! The driver never needs to 
take his hands from the wheel . . . and the 
front floor space is clear of gear and brake 
levers! This optional feature of Hudson 
and Terraplane ...now proved by two 
years’ use... is rousing more interest 
among buyers than ever! 


ONLY Hudson 
and Terraplane 
Offer the Public: 


RADIAL SAFETY CONTROL 
(patent applied for)—a wholly new 
principle makes riding, steering and 
stopping safer than ever before. 


DUO-AUTOMATIC HY- 
DRAULIC BRAKES (patent 
applied for) —the first hydraulics 
with a separate safety braking 
system that takes hold automati- 
cally in emergencies. 


RHYTHMIC RIDE—long, gentle, 
‘natural rhythm”’ springs are free 
for the first time from steering and 
braking strains. 

TRU-LINE STEERING—the 
car holds its direction steadily, 
unaffected by spring action, brak- 
ing or road conditions. 
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HUDSON MOTOR CAR COMPANY 


Detroit, Michigan 
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Improvement Still Keynote in Northwest Area 


Sales Booming Steadily 


in Tacoma N eighborhood 


TACOMA, Wash. Booming 
steadily is the new and used car 
business in Tacoma as new cars 
arrive by the shipload and used 
cars set new sales highs. 

Just one year ago the Stimp- 
son Motor Co. received the first 
solid tain load of Fords to arrive 
in Tacoma, and now H. E. Stimp- 
son, head of the firm, is taking 
delivery on a ship load of new 
Fords from the assembly plant at 
Oakland. 

The new $25 a month Ford fi- 
nance plan, Stimpson declares, is 
the major factor in rising sales 
volume. 


Used car sales have soared 


rapidly since the start of the| 
year, being stimulated by special | 
campaigns to move an over-ac-| 
cumulation of stock. These over- 
size stocks were due to new car 
sales starting earlier in the sea- | 
son because of the November in- 
troduction dates. At first used 
car sales did not increase in 
ratio to new car sales but this 
condition has been steadily im- 
proved. 





Tacoma’s stimulated activity 
has also reached the truck field. 
Thirty-four General Motors units 
were sold by Mueller-Harkins and 
associated dealers in Tacoma and 


southwest Washington during!tor Co. 


February, according to Truck 
Sales Manager Ted Haakinson. 
Dodge trucks and commercial 
cars have also shown a marked 
sales gain declare executives of 
Tommy Burns, Inc., 
for this line. A satisfying number 
of Dodge commercial units has 
been sold from the firms’ head- 
quarters here, it is said. 


Bismarck Show 


BISMARCK, N. D—tThe annual 
automobile show is now open here. 

An elaborate program of enter- 
tainment is being provided and F. A. 
Copelin is chairman of the enter- 
tainment committee. 

Among the Bismarck dealers dis- 
playing cars are: Capital Chevrolet 
Co., Copelin Motor Co., Corwin- 
Churchill Motor Co., Fleck Motor 
Sales, B. F. Gilman Co., Grand 
Garage, Livdahl-Cranna Motor Co., 
Universal Motor Co. and Wilde Mo- 


distributor | 





A NEW SEDAN BODY on the Hudson eight-cylinder 120-inch 
wheelbase has just been announced. It has a full six-passenger body 
with room for three passengers in both front and rear seats. It has a 
113 horsepower engine with 124 horsepower available as an option 
with the high compression cylinder head. 


TULSA, Okla. Indications of 
anticipated retail acceleration this 
spring were seen here in an- 
nouncement this week of expan- 
sions by two well-established 
General Motors dealers and the 
appointment of Auburn of a Cord- 
Auburn dealer. 

The Forster-Davis Motor Corp., 
Buick distributors in Tulsa for 
18 years, will by Apr. 1 occupy a 
new sales headquarters providing 
7,000 square feet of floor space. 
And although the firm will desert 


New Radio Sets 
On Cadillac Cars 


DETROIT. Built into all 
closed 1936 Cadillac and LaSalle 
cars, engineers claim, is a new 
and exclusive radio development. 

For the first time, engineers 
say, this installation now provides 
a built-in wooden sounding board 
which employs the same principle 
used in pianos and the better 
class of home radios to give full 
richness and value in the repro- 
duction of tone. The sounding 
board extends across the forward 
section of all Cadillac and LaSalle 
turret-top roofs and is concealed 
by the fabric of the headlining. 
It is constructed of selected three- 
ply gum wood. 


In conjunction with the sound- | 


ing board, Cadillac-LaSalle engi- 
neers claim to have perfected a 
new car speaker of high quality 

which fits into the sounding 
board between the headlining and 
the roof. Together, the two units 
raise the quality of automobile 
radio reception, the engineers as- 
sert, to the levels attained by the 
best home sets. 





Expansion Moves Precede 


Tulsa Spring Sales Boom 


a location it has occupied for 
many years, the move will place 
sales headquarters adjacent to 
service facilities and the used car 
lot. A bigger stock in both models 
and colors will be carried, accord- 
ing to L. S. Clark, sales manager. 

The second expansion announce- 
ment comes from Greenlease- 
Ledterman, Inc., Cadillac, LaSalle 
and Oldsmobile agents. The com- 
pany will move its service depart- 
ment across the street into a 
building with 10,000 square feet 
of floor space and estimated at 
150-car capacity. Charles Schoon- 
over, service manager, said the 
new unit will be completely 
equipped in addition to three 
floors devoted to service in the 
present location. 

The new Cord-Auburn dealer 
for Tulsa is L. W. Rainbow. His 
Union Motor Co. has distribution 
rights for Tulsa and eastern Okla- 
homa and he will stock a repre- 
sentative line of Cords and 
Auburns. 


Engineers Hold Big Meet 


|In Northwestern Territory 


SEATTLE.—Biggest meeting in 
history of Northwest Section, 
Society of Automotive Engineers, 
greeted Ralph Teetor, national 
president, and John A. C. Warner, 
general manager, here Mar. 24, 
300 being present. George Bock 
presided, with the visitors pre- 
senting a joint address on “Keep- 
ing the Automobile Industry 
Young.” 

Results of the annual election 
of officers for the Northwest Sec- 
tion were: George Bock, chair- 
man; Wm. Churchill, vice-chair- 
man; F. B. Briston, treasurer; 
Murray Akin, secretary. 





met WHITE CANES for the blind were presented by Mayor Couzens of 
Detroit Thursday under a new ordinance which limits the use of such 


canes to blind persons, 


After the presentation 40 Oldsmobiles and 


other GM cars transported the blind to their homes. 
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Can AN AccIDENT happen twice? . .. When 


The News was first in Automotive advertising in 
January, we thought it was just One of Those 
Things and refused to get excited . . . But in 
February The News again led the New York field 
in Automotive advertising, with a lead of 3,176 
lines! We don’t know what to think . . . Of course 
it doesn’t take an Einstein to figure out that the 
Largest Circulation in America in the best market 
in America—at the lowest milline cost in America 
—is a good buy for anybody’s advertising . . . And 
of course The News ought to be first in Automotive 
advertising just as it is first in retail and depart- 
ment store advertising, because the automotive 
advertisers, after all, want to sell cars just as much 
as the retailers and department stores want to sell 
things—and The News does sell things . . . If you 
have any curiosity about these accidents or The 
News, you might let ws know .. . We thank you!... 
THE NEWS, New York’s Picture Newspaper, 220 
East Forty-second St., New York; or Tribune 


Tower, Chicago. 





an’ t Regulate Drive-aways’ Traffie Heads Tell ICC 
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AMA Files Memorandum 


C larifying — Carrier Act 


NEW YORK.—Delivery of mo- 
tor vehicles under their own 
power to dealers is not subject to 
regulation by the Interstate Com- 
merce Commission under the Mo- 
tor Carrier Act of 1935, traffic 
managers of the automobile in- 
dustry maintained in a memoran- 
dum which has been filed with 
the commission on their behalf 
by J. S. Marvin, AMA’s general 
traffic manager. 

Pointing out that the Motor’ 
Carrier Act relates to the trans- 
portation of property by motor 
carrier, the memorandum states, 
“Obviously, a motor vehicle trav- 
eling under its -own power, and 
subject to the regulations and 
fees that apply to vehicles so 
using the highways, is not under 
transportation by a motor carrier. 
Furthermore, to interpret the act 
as applying to the driven auto- 
mobile immediately raises issues 
on the innumerable uses to which 
the owner of a private automo- 
bile might put the vehicle.” 

The memorandum in which this 
viewpoint was expressed was in 
reply to an inquiry by the com- 


Must Own Trucks 
Conn. Law Holds 


HARTFORD, Conn.—A trucking 
broker who does not own or lease 
equipment is not entitled to a per- 
mit under the Connecticut truck 
regulation law, the Public Utili- 
ties Commission has ruled in re- 
fusing the application of Lester 
A. Bacon, doing business as Bacon 
& Co. of Hartford. 


Bacon petitioned the PUC for a 
permit as a motor contract car- 
rier. 

The commission found that 
Bacon “is merely engaged in so- 
liciting the transportation for hire 
by motor vehicle and when busi- 
ness is obtained hires on an hour- 
ly basis equipment belonging to 
and registered in the name of an 
established carrier with which to 
transport the property he has suc- 
cessfully solicited.” 

There is no provision in the 
Connecticut trucking law which 
applies to brokers, although they 
are recognized by the ICC under 
the Federal Motor Carrier Act. 
The ruling was the first handed 
down by the Connecticut com- 
mission on brokers. 


ICC Considers 
Trucking Credit 


WASHINGTON. — The subject 
of the extent of credit allowed by 
motor trucking companies is un- 
dergoing intensive study by the 
Interstate Commerce Commission. 
In the meantime common carriers 
subject to the Motor Carrier Act 
are permitted to extend credit for 
transportation charges for not 
more than 30 days. This rule 
takes effect Apr. 1. Under the 
order all customers must be ac- 
corded the same credit, provided 
their credit standing is suitable. 


The ICC has also just suspended 
for a maximum of seven months 
proposed reduced carload rates on 
petroleum from California to Ari- 
zona, Nevada and California. 


Tide Water Oil Promotes 


NEW YORK.—R. E. Ryerson, 
formerly export manager, has been 
appointed general sales manager of 
the Tide Water Oil Co. A. J. du 
Pont has been made assistant ex- 
port manager, D. E. Hoffman is now 
manager of the wholesale marketing 
department and H. G. Mullen man- 
ager of the industrial products de- 
partment. 


mission addressed to parties in- 
terested in the Act. 

Citing the Declaration of Policy 
and Delegation of Jurisdiction 
sections of the act,the memoran- 
dum stated that it was the under- 
standing of the industry’s traffic 
managers that “the intent of Con- 
gress was to regulate motor car- 
riers which are themselves clearly 
engaged in interstate carriage, 
and that it was not the intent 
of Congress to include local 
trucking, draying and _ similar 
services, supplementary to bona 
fide interstate transportation. 
There is confirmation of this 
viewpoint in the Act itself 
wherein Congress particularly ex- 
empted the transportation of 


lak within a municipality or 
adjacent zones or between con- 
tiguous municipalities, even 
though crossing state lines (Sec- 
tion 203 (b) 8).” 


Minn. Road Projects 
Biggest in Four Years 


ST. PAUL, Minn.—The biggest 
effort since 1932, the state high- 
way department will have pro- 
jects totaling $11,500,000, under 
way next month to open a con- 
struction program running into 
$20,000,000 for the year, N. W. 
Elsberg, state highway commis- 
sioner has revealed. 

Included in the projects will be 
paving around the Twin Cities, 
smooth surfacing of many high- 
ways in the state’s scenic and 
summer resort areas and elimina- 
tion of 100 dangerous railroad 
crossings in tne rural areas. 


Denver Dealers Believe 


Early Showings Helped 


By IRA R. ALEXANDER 


DENVER.—Automobile distrib- 
utors and dealers of this city are 
very optimistic in regard to 
spring business. It is their 
opinion that the fall model an- 
nouncements has in no way in- 
terfered with spring business— 
in fact, they are more inclined 
to believe that it has helped 
stating that it put the purchase 
of a new car into the minds of 
people at an earlier date and 
this has helped present business. 

“We are very much pleased 
with the spring sale of new cars 
outlook,” said Dan Dunievitz, 
sales manager of Tom Botterill, 
Inc., Hudson and Terraplane dis- 








tributors. “Business so far this 
year has been better than for the 
same period last year and I can 
see no way that the fall model 
announcements has _ hindered 
business. Everything is pointing 
to a good sale of cars this spring. 
Used car business is also holding 
up well and we expect it to show 
improvement as spring advances.” 

This firm has on hand at the 
present time a normal stock of 
used cars—around 75 units and 
50 new car units. 

The new car industry in Den- 
ver as a whole for the first 10 
days of March showed a 38 per 
cent increase over the first 10 
days of March last year. 


WORDS OF PRAISE 


HEN a motor-car buyer goes out of his way to praise the man 

who sold him, that, we submit, is news of the most unusual 
kind. Yet precisely that is happening in the case of Pontiac dealers— 
and not just in isolated instances! Letters by the hundreds bring us 
assurance that the public has a hearty liking and respect for the way 
our dealers do business. 

These enthusiastic words of praise are all the more gratifying 
because they justify so completely our entire dealer policy. It is our 
intent to build a dealer organization of able, substantial business men, 
eager to get on in the world, and fully aware that permanent success 
depends on proper treatment of the public. Our dealer program, our 
dealer franchise and, above all, our products, are designed to attract 
exactly that type of man. How well we have succeeded there is no 
need for us to say. Instead, we refer you to the opposite page where 
you can read the judgments of the court of final appeal—the Great 
American Public. 

PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN 





CLEVELAND.—Motor car deal- 
ers here say they have very little 
cause for complaint about sales 
so far this year. January retail 
sales were 2,805 new cars, 349 
trucks or commercial jobs and, 
for the first time in years, used 
car sales as reported to the asso- 
ciation show a total of 11,041. 
February gained in new car sales, 
registering 2,890, but the same 
month showed only 293 commer- 
cial units and 10,272 used cars. 
Both months are approximately 
19 per cent ahead of the same 
two months of 1935. 

Employment conditions this year 
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Business is Booming, Say Cleveland Area Dealers 


New and Used Car Sales 
19 Per Cent Ahead of ’35 


By E. M. LUBECK 


producers of parts for the auto- 
motive industry have been going 
at full blast, the only break being 
the resumption of winter condi- 
tions last week, when the heavy 
snow falls and colder weather 
stopped practically all business 
for two days. Car dealers, how- 
ever, including a few of the dis- 
tributors, managed to keep up 
their sales records and say that 
March will prove one of the best 
months the industry has ever had. 
Dealers in the lower priced cars 
say that the month will be a toss 
up for either Ford or Chevrolet 
with Plymouth and Dodge third 
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AN ACTIVE PART in the Texas Centennial this year will be 
taken by the Dallas Automobile Club. An Oldsmobile eight touring 
sedan will be used by the club as an official inspection car. A. J. 
Kean, president of the club, is shown receiving the car. 


Oldsmobile scrapping it out for} ready sale with a steady demand 
fifth position. for cars in the $250 to $300 
Used cars in the strictly Cleve- 


bracket when reconditioned and 





sold on the “Money Back” guar- 


are the best in a long time. All| and fourth and Pontiac and]land area are megting with a 


*‘Due to the praise given your dealer by other Pontiac 
owners, I was not afraid to deal with him and found 
him not only a real business man but a real man.” 


W.A., Cherry Tree, Pa.* 


“In regard to your Ravenna dealer, I do not believe 
you could find a better one. His service is of the best 
and it is indeed a pleasure to do business with so fine 


a gentleman.” 
R.V.D., Ravenna, Ohio* 


“I am especially pleased with the service rendered by 
your local dealer, and this fact is emphasized by my 
buying my, second Pontiac within one year.” 


J.A.W., Alexandria, La.* 


“The dealer from whom I bought my Pontiac is Ace 
high. He has given me very fine and courteous service 
and, believe me, I am very particular.” 


R.C.A., Minneapolis, Minn.* “I cannot speak too highly of the service, courtesy, 


and everything that tends to draw people to high 
grade merchandise, that your dealer has extended 


“I cannot praise your dealer too highly. The gentle- 
to me.”’ 


man who sold us our Pontiac is a very high type of 
man and a decided asset to your organization in every 
respect.” 


J.J.D., Troy, New York* 


“Everyone speaks very highly of your dealer here. 
Anyone dealing with him knows they will receive 
only fairness and wholehearted co-operation.” 


V.B., Marshalltown, Iowa* 


C.L.A., Rahway, New Jersey* 


“Your dealer, his officers and his employes are credits 


to our community.” 


Ji a ° : 
A.F.A., Reno, Nevada “I purchased my Pontiac from your dealer... . 


and the relationship it has been my fortune to have 
with this dealer clearly demonstrates how far the 
automobile industry has gone since the day of the 
‘greasy floor’ dealer.”’ 


O.H.B., San Antonio, Texas* 


“Your Bradford dealer has always extended the last 
word in service and I believe his excellent reputation 
is the reason he does so much business. I know that 
is why I purchased my Pontiac from him.” 


W.A.N., Bradford, Pa.* 


*Excerpt from a letter on file at the Pontiac Motor Co. 
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antee basis on with the “O.K” 
tags, while the lower price used 
cars appear to be waiting for the 
better weather buyers to come 
along. Used commercial units are 
actually a scarcity on the market 
right at the present time. Dealers 
assert that the scarcity is not due 
to lack of trades but to the fact 
that light pick up jobs and units 
of around one-ton capacity are 
grabbed up as fast as such jobs 
emerge from the reconditioning 
shops. 
Some Tales of Woe 

While dealers in the Cleveland 
area are feeling more optimistic, 
tales of woe are encountered in 
the stretch of territory reaching 
eastward from Toledo to the 
Pennsylvania line comprising the 
Lake Erie shore counties. This 
section has for years been known 
in the automotive industry as the 
Cleveland zone. The _ principal 
automotive distribution centers 
are such points as Sandusky, Lo- 
rain, Elyrea, all west of Cleveland 
and Painesville and Ashtabula to 
the east. In every point one finds 
dealers handling the popular lines 
of cars, and all of them yelping 
their heads off because of compe- 
tition from dealers in the smaller 
communities. These dealers, with- 
out stirring from their small 
towns, are out-bidding on used 
cars and making allowances to 
those who drive down, which 
dealers in the larger cities are 
unable to meet. Cases of allow- 
ances from $50 and upwards are 
heard on every hand. In Cleve- 
land itself one scarcely ever hears 
of the old complaint as the ma- 
jority of the dealers have found 
out that much of this type of 
competition can be overcome by 
better service facilities. 

Covering the Cleveland area in 
a broad sweep, few of the dealers 
have as yet gone in for the neigh- 
borhood sales and service meth- 
ods of automotive merchandizing. 
ADN has reported on all cases 
found to date but there is none of 
the activity to be found in other 
sections of the country. Yet serv- 
ice volume so far is greater than 
ever and it is reported that a 
number of the independent shops 
are passing out of the picture be- 
cause of modernization of many 
of the dealer shops. On the other 
hand a number of dealers state 
they are making plans for the 
neighborhood stations to be put 
into execution at the expiration of 
their leases. 

Akron Also Better 

Akron, despite the rubber 
strike which held sway for five 
weeks, has had a better year so 
far in 1936 than in 1935, both in 
new and used car sales. The 
strike apparently has had no ef- 
fect on used car buying as the 
majority of the dealers say that 
business has been better than 
usual and look forward to a break 
in the weather to give them a 
bigger new car sale this year 
than ever before. 


Cc adillac Stages Exhibit 


of Custom-Built Models 

DETROIT.—A special exhibit 
of four custom-built Cadillac- 
Fleetwood V-16 cars valued at 
$35,000 will be shown at the Gen- 
eral Motors building retail branch 
of the Cadillac Motor Car Co. 
starting Apr. 2. 

The four cars, largest number 
of their type ever to have been 
completed at one time by the 
Fleetwood factory, will be dis- 
played for several days prior to 
being shipped to purchasers. 
Among them is a $10,000 five- 
passenger black coupe of aerody- 
namic design and ultra-modern- 
istic interior. The other three 
include various special sedan and 
limousine types. 


initia: Celie 


ANN ARBOR, Mich.—William S. 
Knudsen, vice- -president of the Gen- 
eral Motors Corp., was guest speaker 
before the Engineer's Council annual 
smoker at the University of Mich- 
igan, Mar. 24. His subject was “The 
Growth of the Automobile Industry.” 
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In Spring Mountsier’s Fancy Turns to Racing 





Looks for New Records 


During Coming Season 


By BOB MOUNTSIER 


NEW YORK.—Spring is here, 
very decidedly in this city, with 
news that dealers’ car sales here- 
abouts continue to improve, that 
most automobile manufacturers 
will be ready within the next 
four weeks to release preliminary 
tool and machinery requirements 
for their 1937 models, well ahead 
of similar programs last year, 
and that this coming season of 
automobile racing is going to 
make records of various kinds. 

The eastern season gets its start 
at the Reading, Pa., Fair Grounds 
Apr. 26 and the Indianapolis 
Speedway starts the big time stuff 
moving on May 30. The inaug- 
ural 400 or 500-mile race on the 





four-mile, hard-surfaced road rac- 
ing course on Roosevelt Field, 
Long Island, announced the mid- 
dle of last month, has been post- 
poned from June 7 to Oct. 12 
because of delay in construction 
caused by weather conditions. 
This will be one of two new na- 
tional championship races for 
1936. The other will be a 100- 
mile race, June 6, at Goshen, N. 
Y., scene of the famous Hamble- 
tonian horse-racing classic, with 
Ira Vail presiding. 

In addition to the Indianapolis, 
Roosevelt Field and Goshen races, 
the national championship sched- 
ule definitely includes races at 
Springfield, Ill., Aug. 22, and Syra- 


cuse, N. Y., Sept. 12, so Ted Allen, 
secretary of the contest board, 
tells us. There are_ tentative 
plans for other title classics, one 
of them hovering over the new 
one and one-eighth mile dirt track 
inside the Altoona wooden saucer 
which has filled so many race 
drivers with splinters. 


Rules for More Safety 


Ascot Speedway, the focal point 
of automobile racing on the Pa- 
cific Coast, has been idle so far 
this year, and it looks as if it 
would be some time before this 
Los Angeles track gets busy 
again with racing dates. The 
contest board of the American 
Automobile Assn. has ruled that 
certain steps toward greater 
safety must be taken at Ascot 
before it will grant any further 
sanctions to Promoter Bill White 
for races. 


In circles which should know, 
there are predictions that within 


I La Chass.’ You 

WHETHER it’s class or mass that forms your natural market, you get maximum coverage 

in Baltimore with the NEWS-POST For the plus circulation which this dominant evenifig 

paper offers, extends into every section of the city and surrounding territory. Big car buyers or 

little car buyers—more of them read the NEWS-POST. Here are the figures: 

106,829 Home Delivered Circulation—29.000 more than any 
other Baltimore Evening Paper. 

169.062 City Zone Circulation—48.000 more than any other 
Baltimore Evening Paper. 

183.4336 Trading Zone Circulation—52.000 more than any 
other Baltimore Evening Paper. 

200,179 Total Circulation—61.000 more than any other Balti- 
more Evening Paper. 


(Figures from ABC Report—12 months ending September 30, 1935) 
For Sales Results—put the bulk of your schedule in the NEWS-POST 


BALTIMOR 


Vas 


K 


7 
os 


Baltimore’s Family Newspaper 


HEARST 


On. Dausday. 


Represented Nationally by 


INTERNATIONAL ADVERTISING SERVICE 
Ropney E. Boone, General Manager 


Che Baltimore American is your best buy. It, too, 
gives you ‘a plus coverage—circulation over 227,000—the 
largest in all the South, and over 30,000 more than any other 


Baltimore Sunday paper. 


= VICTOR, Lven / Lines ; 


STAINLESS STEEL trailer body is one of the innovations by 


the E. G. Budd Mfg. Co., Philadelphia. 


The design follows closely 


the rail-car idea popularized by Budd. 





two years we will see both Eng- 
lish and American contenders out 
on the Bonneville Saltbed for the 
purpose of raising Sir Malcolm 
Campbell’s land speed record of 
301.3 m.p.h. record. I doubt if 
the American contender will be 
Harlan Fengler, who recently got 
some publicity on the subject 
when he was said to be design- 
ing a speed car equipped with 
two 2,000-h.p. motors. Fengler 
has had a world’s record-breaking 
job in mind for seven or eight 
years. His car is only on paper, 
I am informed. 


“It” is understood that J. M. 
White, whose Triplex did 207 
m.p.h. several years ago at Day- 
tona, is planning a two-engine 
car with which he can boost the 
land speed figure well above 300 
m.p.h. 


British Prepare 


Over in England, one of those 
figuring on taking the record 
from Campbell is the race driver 
Freddie Dixon. He is the driver 
who last year bought the Silver 
Bullet, with which Kaye Don 
tried to hang up a new record on 
Daytona’s sands. 

Captain G. E. T, Eyston, who 
was awarded the Segrave Trophy 
for his attainment of new world’s 
records on the Bonneville Salt- 
bed last summer, is coming over 
here again this year to see the 
Indianapolis race and to do some 
preliminary work on more record- 
breaking stuff. Another British 
visitor this year will also be one 


of last year’s saltbed speedsters, 
John Cobb. He plans to bring 
his car over in September and 
try for more records at Bonne- 
ville. Cobb, by the way, is a 
partner in a large fur importing 
firm in London. He and Eyston 
were greatly liked by American 
members of the racing fraternity 
with whom they came in contact 
during their stays here last sum- 
mer. 
Special AAA Regulation 

A committee of the 3-A contest 
board is preparing supplementary 
regulations and specifications for 
competition at Roosevelt Field. 
From the sentiment expressed at 
meetings already held by this 
committee it is safe to assume 
that specifications will not differ 
greatly from those outlined for 
the Indianapolis 500-mile_ this 
year. Some of the restrictions 
necessary at Indianapolis will not 
be required on Long Island’s four- 
mile course. There will be no 
gasoline limit, as on Pop Myers’ 
speedway, and the race next Oc- 
tober will see both single-seaters 
and two-man cars, the latter with- 
out riding mechanics. 


Superchargers will definitely 
not be allowed on dirt tracks 
around the country this year, al- 
though Indianapolis is permitting 
them in order to try to attract 
foreign competition. 


Word reached us that Pete De 
Paolo has sold some 10,000 copies 
of his book, “Wall Smackers,” 
and I hope it’s true. 





@As Manhattan's 
skyscrapers stand 
out against the eve- 
ning sky. so Hotel 
Lexington values 
tower above the rest. 
Luxurious rooms with 
bath, radio, circulat- 
ing ice water and 
other conveniences 
are as low as $3 a 
day, single . . . $4 
double. 


HOTEL 
LEXINGTON 


48th STREET and 


B LEXINGTON AVE.. NEW YORK 


Chas. E. Rochester, Mar. 
National Hotel 
Management Co., Inc. 
Ralph Hitz, President 
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NEW YORK.—Despite the great 
concentration of the automobile 
industry around Detroit and other 
Michigan cities, more than one- 
fourth of the employment in au- 
tomobile factories is outside of 
Michigan, and is distributed over 
28 states, from coast to coast and 
from the Canadian to the Mexi- 
ean border. This was disclosed 
in a survey just completed by the 
statistical staff of the Automobile 
Manufacturers Assn. 

The association’s report refers 
exclusively to automobile plants 
and does not include the much 
greater distribution of jobs in au- 
tomobile parts and accessory 
plants, tires and other large in- 
dustries which supply materials 
for automobiles. It also leaves 
out the millions employed in au- 
tomobile selling, servicing and re- 
pairing. 

The out-of-Michigan employ- 
ment is accounted for by a con- 
siderable number of independent 


Ten Use Roads 
For Every One 
That Takes Train 


WASHINGTON, Passenger 
traffic on United States highways 
is more than 10 times as heavy 
as that of the railroads, accord- 
ing to statistics compiled by the 
National Highway Users Confer- 
ence this week from Interstate 
Commerce Commission and other 
data. And the railroads, even in 
their best passenger year, never 
carried more than one-seventh 
the volume of passenger traffic 
which now moves over the high- 
ways, it was stated. 


These facts were adduced in 
connection with the recent ICC 
order reducing passenger fares to 
help the railroads recover busi- 
ness they have lost to automotive 
transportation. 


Huge Steel Mill 
Gets First Test 


DETROIT.—The world’s largest 
hot and cold strip-sheet mill went 
into operation last Monday at the 
plant of the Great Lakes Steel 
Corp., at Ecorse. 


The new equipment, technically 
known as the 96-inch mill, will 
produce hot and cold strip sheets 
up to a width of 90 inches, the 
widest in the history of the steel 
industry. 


Officials announced that com- 
mercial production would begin 
immediately after a few minor 
adjustments had been made in 
test runs. 


The new mill produces sheet 
gauges from slabs four and a 
half inches thick, 15 feet long and 
48 inches wide. 


Complete Appraisal 


Ordered at Overland 


TOLEDO.—Orders for a com- 
plete appraisal, survey of all real 
estate, and an economic study of 
the possibilities for Willys-Over- 
land Co. have been given by 
federal court here preliminary to 
the development of a reorganiza- 
tion plan. 

Meanwhile the company is to 
continue operations on 15,000 cars 
and David R. Wilson, president 
and trustee, has been authorized 
to issue up to $750,000 of trustee’s 
certificates to finance the opera- 
tions which will keep the plant 
going several months this 
summer. 
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More Than Half the States Share in Motor J obs 


AMA Survey Shows 100 ,000 
Employed Outside M ichigan 


automobile and truck manufactur- 
ing plants, and by increasing de- 
centralization of assembly opera- 
tions on the part of the large 
scale manufacturers. In both 
January and February the out-of- 
Michigan plants employed be- 
tween 95,000 and 100,000 men, out 
of an average of 360,000 for all 
automobile producing plants. 

States with automobile factory 
employment in excess of 5,000 in 
February were: 


Indiana 
Pennsylvania 
Missouri 
Wisconsin 


California 
Other automobile factory em- 


Tae was distributed over the | 


following states: 


Colorado, Florida, Georgia, Ken- 
tucky, Iowa, Louisiana, Maryland, 
Massachusetts, Minnesota, Mis- 
souri, Nebraska, New Jersey, 
North Carolina, North Dakota, 
Oklahoma, Tennessee, Texas, Vir- 
ginia, Utah and Washington. 


Evans Auto-Duplex Door 


Ready for Production 
DETROIT.—After nearly a full 
year of use in a box car the 
Evans Auto-Duplex all-steel car 
partition now is ready for pro- 
duction. 


Built by the Evan Products Co., 
of Detroit, and distributed by 


Co-ordinated Transportation, Inc., | 


of St. Paul, the Auto-Duplex door 
is meeting with approval of rail- 
roads and shippers throughout 





SEVEN-PASSENGEK sedan recently announced by 


Plymouth, 


Listing under $900, it has a wheelbase of 125 inches, a foot longer 


than five-passenger models. 


the country, according to officials | 


of the manufacturing and dis- | 
tributing companies. 


The Auto-Duplex car partition | 


makes a box car a dual-purpose 
car—one way a privately sealed 
compartment car; on the return 


‘aul, a standard box | car for car- 
load freight. Use of the parti- 
tion, its sponsors assert, will 
eliminate empty car mileage on 
unbalanced LCL runs and con- 
vert many obsolete automobile 
box cars into usable rolling stock. 


| 





PULLS LIKE A LOCOMOTIVE ! 


And a Sure ”’Profit-Puller” 


Reo Speedwagons and Trucks range from '% to 
4-6 tons. Prices from $445 up, chassis f. 0. b. Lans- 
ing, plus tax, *14-Ton Chassis f. o. b, Lansing, 


plus tax. 


ye can take the word of truck- 
owners who have invested 
millions in Reo equipment that 
Reo trucks pay their way every 
day and every month. These own- 
ers know from experience that Reo 
trucks have no equal for rugged 
dependability for profitable pay- 
load hauling—for endurance— for 
sheer pulling power that makes 
light of the toughest tasks and the 
roughest roads! 


Naturally the truck that serves 
owners best, pays bigger dividends 
to truck dealers. Especially is this 
true of the new 1936 Reos. Reo 
has equipped these great new 
models with real truck power 
plants—the famous Reo Gold 
Crown and Silver Crown truck en- 
gines. Money-savers, these motors. 


They use less gas—less oil—per- 
form better. And they stay on the 
road—out of the repair shop! 


Reo dealers’ sales already point to 
1936 as one of the greatest truck 
years in history. Count yourself in 
on this exceptional sales opportu- 
nity with the greatest truck line 
ever built in Reo’s 30 years of 
manufacturing. 


You’ll find every worthwhile sell- 
ing point in the new Reos. Sturdy, 
7-bearing crankshafts on all heavy- 
duty models. Sealed hydraulic 


in Sales 


“You need real power—stamina 
—rugged dependability for 
profiteble pay-load hauling! 
You'd hardly expect it from a 
passenger-car engine. Geta 
tough truck motor designed, 
engineered, and built for the 
job. Get a new 1936 Reo — 
with one of the sturdiest, 
most capable truck engines 
ever built for commercial serv- 
ice. A he-man truck with a he- 
man motor— built to ‘take it’! 


brakes. Extra heavy frames. And 
in many models, 2-speed rear axles, 
5-speed transmissions and double 
reduction axles are optional at 
slight extra cost. 


Coupled with the new Reo Flying 
Cloud—America’s Finest Six— 
the Reo truck and passenger car fran- 
chise offers a dual profit opportu- 
nity without a parallel. Write or 
wire immediately for full informa- 
tion on the Reo exclusive territory 
arrangement. Address: 


REO MOTOR CAR COMPANY 
LANSING, MICHIGAN 


SPEEDWAGONS 


AND TRUCKS 
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White Motor Modernizes Entire Truck, Bus Line | 


Announces Two New H eavy 


Duty Streamline Models 


CLEVELAND.—The success of 
the three light-duty, streamlined 
trucks announced by the White 
Motor Co. last fall has resulted 
in the company’s. streamlining 
and modernizing its entire line 
of intermediary and heavy-duty 
trucks. Two new heavy-duty 
truck models, 720 and 722, in the 
3% to 6-ton fields were also an- 
nounced. In January the com- 
pany announced two intermediary 
streamlined, modernized trucks, 
models 712 and 718. All White 
trucks now are streamlined along 
the lines styled by the Count 
Alexis de Sakhnoffsky and follow 
the general trend of the light- 
duty models. 

The standard chassis price for 
the model 720, 3% to 5-ton truck, 
is $4,175, while the model 722, 
4 to 6-ton job, is priced at $5,150. 
There also is available a model 
720T designed expressively for 
tractor service at a list price of 
$4,175. 

Wide Wheelbase Range 


The wheelbase on both models 
range from 134 inches with stan- 
dard CA dimensions up to 212 
inches. In both the 720 and 722 
a White six-cylinder overhead 
valve engine is used. 

A set-back front axle gives 
more body loading space com- 
bined with a short wheelbase 
and easier maneuverability. 

The standard brakes on the 
720, actuated by vacuum booster, 
are of the White-Lockheed hy- 
draulic type with air brakes op- | 
tional. Air brakes are standard 
equipment on the 722. 

Also streamlined are two med- 





ium heavy-duty, six-cylinder 
-s 
s°% 


A 


th 


trucks, models 712 and 718. Both 


these models have been modern- 
ized throughout. 


The standard brakes are of the 
White-Lockheed hydraulic type 
with automatic equalization, 
large double-acting hydraulic cy- 
linders, and *%-inch moulded lin- 
ing. In each case a vacuum 
booster is used. Air brakes are 
optional on each model. 


Streamlined Style 
Both models provide a wide 
range of wheelbases with stan- 
dard CA dimensions running from 
130 inches to 226 inches, the last 
for special requirements. 
The nominal tonnage rating is 
% tons for the 712 and 2-4% tons 
for the 718. 


Rules State May Tax Cars 


Bought Outside Its Limits 

RALEIGH, N. C.—Superior 
Court Judge M. V. Barnhill has 
ruled that the section of the 1935 
revenue act levying a tax of 3 
per cent on the purchase price of 
any automobile purchased outside 
North Carolina as a precedent to 
obtaining a title and license in 
this state is valid. 

Judge Barnhill’s decision, re- 
turned in the case brought by 
W. A. Powell as a test of the 
validity of the section, held that 
the tax, “although generally des- 
ignated as a sales tax and con- 
tained in the sales tax sections 
of the revenue act, is a use tax 
paid for the privilege of operat- 
ing motor vehicles over state 
highways.” 


-S-p 


SPRING CHECK-UP 
\ FOR TIRES - - T00 


=e 


While you’re planning for those profitable spring motor 
ear check-ups, don’t overlook your tire service needs. 


Be sure your supply of Schrader Valve Cores and Caps 


all 


is adequate to furnish 


of your “‘tune-up”’ cus- 


tomers with new tire valve parts to make their summer 


driving safer and tire-trouble-free! 


is the time to 
the Schrader 


They'll 


as well 


Spring 
Order 
now. 


give your 


appearance as 


check station 
equipment 
station 
improve 


equipment too. 


items that need 
that ‘“‘brand-new”’ 


your service facilities. 


you 


Sold by leading distributors everywhere 


SCHRADER VALVE CORES AND CAPS 
Standard of the industry. 
Finest for replacement 
service, too. 


SCHRADER DUBLCHEK VALVE CAPS 
Permanently attached. De- 
pendably air-tight. A second- 
ary check against loss of air. 


A. SCHRADER’S SON, BROOKLYN, N. Y. 


Division of Scovill Manufacturing Co., Inc. 


Schrader 


Reg. U. S. 


AIR CHUCKS - 


BLOW GUNS - 


Pat. Off. 


CHUCK GAUGES 


COUPLERS - TIRE SAVING TOOLS - VULCANIZERS 





JUST ANNOUNCED by White is this modern streamlined 3% to 


5-ton model 720 truck chassis. 





Many 


Bright Spots Ahead, 


Dodge Truck Chief Believes 


Detroit.—In looking to a 15 per 
cent gain in 1936 truck registra- 
tions over the 510,683 in 1935, 
Joseph D. Burke, Dodge truck 
sales director, points to the vast 
potential linked with the building 
trade as one of the bright spots. 

Contracting, plumbing and 
other lines connected with con- 
struction work will be a great 

market, he be- 
lieves, for com- 
mercial cars 
and trucks. 
Building experts 
estimate there 
will be at least 
800,000 houses 
constructed in 
1936. 

The 
field, 


retail 
Burke 
J. D. Burke points out, is 

forging ahead 
remarkably. Small merchants, 
as well as wholesale distributors, 
have replenished their cash sur- 
plus sufficiently to warrant pur- 
chase of new trucks. Attractive- 
ness of the new trucks will draw 
many sales, he says, from firms 
realizing the tangible value from 
display or advertising point of 
view. 

Agricultural rehabilitation 
through increases in farm in- 
comes have resulted in thousands 
of truck sales in rural regions 


Phila. Dealers 


Elect Directors 
PHILADELPHIA. A new 
board of directors was elected at 
a recent meeting of the Philadel- 
phia Automobile Trade Assn. 
Those named were: R. A. Erwin, 
R. A. Erwin Motor Co.; R. Scott 
Smith, Scott Smith Cadillac Co.; 
Leo T. Brown, Gibson Motor 
Corp., and J. A. LaFore jr., Cen- 
tral City Chevrolet Co. 

The following dealers were 
elected members of the admis- 
sions committee, which functions 
with the president of the associa- 
tion, with the latter as chairman: 
R. A, Erwin, George H. Roth, 
Roth Buick Co.; R. Scott Smith 
and J. A. LaFore jr. 

Election of officers by the 
board will be held some time in 
May. 


Eddie S. Jenkins Named 


To Head Carolina Group 

GREENSBORO, N. C.— The 
Virginia - Carolinas Automotive 
Assn., at a two-day session here 
elected Eddie S. Jenkins of Jen- 
kins Automotive Parts Service, 
Inc., Columbia, S. C., president of 
the wholesale group for the en- 
suing year. He succeeds Phil 
Berghamer, of Richmond, Va. 

Other officers elected were H. 
B. Truslow, of Richmond Auto 
Parts Co., Richmond, Va., vice- 
president, succeeding Ralph 
Dixon, of Gastonia, N. C.; Z. V. 
Richardson, of Benton - Bailey, 
Co., Inc., Richmond, secretary- 
treasurer, succeeding R. M. Myers, 
of Lynchburg, Va. 





and the outlook at present is 
optimistic, Burke believes. 

Inter-state carriers featuring 
door-to-door delivery service have 
grown rapidly in the last few 
years. Another acceleration of 
truck sales, he points out, is 
evident in the metal mining 
fields which-are now using an 
increasing mumber of _ trucks 
along with the iron and steel in- 
dustries. 

With the re-installation of tele- 
phones, Burke sees a great in- 
crease in delivery service, which 
in turn will necessitate an in- 
crease in lighter trucks. Govern- 
ment works programs and high- 
way improvements have neces- 
sitated an extensive use of all 
types of trucks. 

Probability of a continued and 
increased improvement in most 
lines of business next summer 
should completely neutralize and 
counteract any stagnation of ex- 
penditures such as are frequently 
evidenced for several weeks be- 
fore a national presidential elec- 
tion, Burke says. 








Ontario to Extend Control 


Of Trucks on Highway 


TORONTO (UTPS). — Ontario 
is to extend its control of motor 
trucking on the province’s high- 
ways. Up to now only public com- 
mercial motor vehicles operating 
as common carriers have been 
required to have departmental 
permits. Now, Highways Minister 
McQuesten has introduced a bill 
in the Ontario legislature by 
which the government will enact 
a measure stipulating that all 
private commercial vehicles must 
secure special licenses from the 
Ontario Highways Department. 
The new act also provides the 
government may make regula- 
tions fixing the amount and na- 
ture of insurance which must be 
carried by the owners of private 
commercial vehicles, as well as 
prescribing and regulating the 
minimum wage hours and ages of 
drivers. 


Contract is Approved 


For Ford Texas Exhibit 


DETROIT. — The contract has 
been let for construction of the 
Ford Exposition Bldg. at the 
Texas Centennial in Dallas. The 
building will house exhibits show- 
ing the manufacturing and test- 
ing processes used by the Ford 
Motor Co. at the River Rouge 
plant. There also will be an ex- 
hibit from the Henry Ford Trade 
School. 


Artloom Corp. Creates 


Automotive Division 


PHILADELPHIA. — The Art- 
loom Corp. has created a separate 
division devoted exclusively to the 
manufacture of automobile fab- 
rics. National Automotive Fibres, 
Inc., Detroit, has been appointed 
exclusive selling agents for the 
division. 

Heretofore automobile fabrics 
have been manufactured and sold 
by the regular upholstery fabric 
division of Artlaom. 


THIS STREAMLINED coal truck is the new model 722, 4 to 6 
tons, just announced by the White Motor Co. 


Profit trom GQVERED WAGON 


Popularity 


. The Fastest Grow- 
ing Business. 

- No Trade-in 
Problems. 

. Big Profits. 

. Nationally 
Advertised. 


- No Extra Capital. 
Naeem nm ie 


@ Believe it or not, Mr. Dealer, Covered Wagon Trailer Coaches 
offer you a rare opportunity to add to income without increas- 
ing overhead. Plenty of automobile deal- 
ers and some of the larger service garages 
are finding in their Covered Wagon Fran- 
chise an unbelievable source of income. 
Get the facts—post yourself on this amaz- 
ing new business with its proved dealer 


profit features. 


COVERED WAGON COMPANY 


388 CASS AVENUE . ° 


: MT. CLEMENS, MICH. 
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Pittsburgh Dealers Roll Up Sleeves, Start Recovery 


Discover Flood Damage 


Can Be Quickly Offset 


By NORMAN L. PARK 


PITTSBURGH.—For every dark 
cloud there is silver lining to be 
found somewhere for auto dealers. 

When this district’s worst flood 
of history struck last week, in- 
undating scores of beautiful 
showrooms and hundreds of new 
cars, despair struck the hearts of 
the dealers who had been prepar- 
ing for a prosperous spring sell- 
ing season. 

As the waters receded they 
summoned the courage that car- 
ried them through the depression 
and waded into the mud-coated 
display rooms to begin the task 
of rehabilitating. And after a 
thorough survey of the situation 
they found that the outlook was 
not as bad as it might have been. 


Thankful List 

Here is a summary of the en- 
couraging angles: 

Factories, stores and other 

business firms have announced 
they will pay workers for time 
lost during the flood. 
2 WPA puts 46,000 men at work 
on cleanup, many of whom 
were previously unemployed. 
Industries and stores will 
spend millions on repair and 
replacement, skyrocketing em- 
ployment above 1929 levels. 
4. Banks are preparing to lend 
millions of dollars of their idle 
funds to aid business recovery. 
5 Steel plants and other heavy 
industries back to normal op- 
eration within week after flood. 
Thousands of new car demon- 
strations made to office and 
professional people during period 
of enforced idleness. 

Although the dealers whose 
quarters were flooded will take a 
heavy loss in property, and a loss 
of business while cleaning up and 
redecorating, they found many 
reasons for encouragement. Many 
of the new cars which were 
caught in the flood were found to 
be in good shape. 

Take the case of Wilson & 
White, Inc., Ford, whose Point 
Bldg. showroom was covered with 
water to a depth of 15 feet above 
the floor. Ten new cars were in 
the showroom. 

“No mud got into the cars and 
we found on examination that lit- 
tle permanent damage had been 
done,” Frank White, manager, re- 
ported. “We dried them out and 
sold three of them at slightly re- 
duced prices within three days 
after the flood.” 

This showroom will be out of 
commission for about a month, 
White stated, but meanwhile 
business is brisk at the agency’s 
main plant on Water St. and used 
car branch on California Ave., 
both of which were above the 
flood level. 

Cars Escape Water 

The Ford Motor Co. drove all of 
its cars out of the downtown dis- 
play room at Liberty Ave. before 
the flood cut it off. The only 
other downtown agency flooded 
was the Seventh St. Garage, 
Chrysler and Plymouth, which 
was able to get its Rolling stock 
to upper floors in safety. 

Heaviest losses in cars and 


Gives Up Seattle Post 


To Manage Seattle Assns. 
SEATTLE.—Carl R. Heussy 
has resigned as deputy prosecut- 
ing attorney of King County to 
devote his entire time to manag- 
ing the legal and business affairs 
of the Seattle Automobile Deal- 
ers’ Assn. and the Washington 
Automotive Trade Assn. 

For the past four years Heussy 
has been dealer secretary of 
these associations and during 
that time has managed the an- 
nual automobile shows. He will 
continue to practice law from his 
new offices in the Stuart Bldg. 
here. 





property were sustained by deal- 
ers in Sharpsburg, Millvale, Tar- 
entum and other low suburbs on 
the Allegheny and Monongahela 
rivers. Nearly the entire suburb 
of Sharpsburg was flooded and 
months will pass before normal 
business can be restored. 


The General Motors spring show 
of products, which had _ been 
scheduled from Mar. 21-28, was 
postponed. Tentative plans have 
been made to begin the show in 
Motor Square Garden on Apr. 4, 
company officials reported. This 
building is several miles from the 
flooded area. 


FEDERAL MOTO 





Shown here at the Studebaker plant, he 


R. E. HANNA CHALLENGES all automobile workers. 
If anyone 


says he has given the first start to 298,765 automobiles as they came off th 
has given the first start to more, Hanna would like to know about it. a 


R TRUCK COMPANY 


MANUFACTURERS OF 


' ED TRUCKS 


MOT 
DETROIT, MICHIGAN, U.S.A. 


March 28, 1956 


To Dealers 
Who Are Interested 


In Additional Profits 


Dear Mr. 


Have 


trucks? 


It may be just th 


sales curve" 
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Yours very truly, 


FEDERAL MOTO RUCK COMPANY 
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In Charge of Sales 
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Sparks from California by Chris Sinsabaugh 


(Continued from Page 1) 


was sent to boss the job of build- 
ing Chevrolet’s factory at Balti- 
more. So it is no wonder he was 
selected for “tops” in this South- 
ern California enterprise. 

* ok Ke 


IT LOOKS AS if this new GM 
plant will be a model one. It 
occupies 44 acres of land on 
which is being erected a main 
factory building, 800 feet in 
length and 560 feet wide, and one 
story in height save for a second 
floor for the paint division. The 
administration building will be 
45x144 feet. 

In this plant there will be built 
Buick, Oldsmobile and Pontiac 
for Pacific Coast consumption. 
Chevrolet will cover the coast 
from Oakland. The capacity of 
the factory is set at from 40,000 
to 50,000 units a year and, judg- 
ing by the way GM business is 
out here, there won’t be much 
idle time. Fifteen hundred men 
will be employed. 

* * * 

CHRYSLER MOTORS of Cali- 
fornia is the nom de guerre in 
this sector of the big Detroit 
corporation, which has had a 
manufacturing toe-hold here on 
the West Coast for the past four 
years. In its modern plant, which 
is located in the same general 
neighborhood as GM’s, Plymouth 
cars and Dodge trucks are 
assembled under the direction of 
P. W. Gaebelein, plant manager, 
and the product goes into four 
states — California, Arizona, 
Washington and Nevada. Right 
now the lines are running at 
capacity and 250 Plymouths and 
50 Dodge trucks are turned out 
each of the five working days, 
keeping 1,000 employes busy. 

When this factory first started 
four years ago it made only 15 
Plymouths a day, but in two 
years it went up to 200. Then 
the territory was broadened and 
in 1934 the plant was given the 
entire West Coast territory. In 











’35 43,000 units were built, of 


which 37,000 were Plymouths. 
* oo * 


ALL THIS WAS told to the 
Inquiring Reporter at a factory 
luncheon given him by Verne 
Orr, who now carries the title of 
sales manager of Chrysler Mo- 
tors of California. Formerly he 


was regional manager of Plym- | 


outh, De Soto and Chrysler, but 
now his responsibility is Plym- 
outh only. 
in his territory. 

Under the new deal the Plym- 
outh plant also is used for 
headquarters for the sales offi- 
cials of two of the four units. 
Orr, as mentioned a few sentences 
back, has Plymouth, while Burch 
Green fills the newly created job 
of director of sales of the Chrys- 
ler unit. Downtown Charles S. 
Basch holds forth as_ regional 
manager of Dodge and John R. 
Berry, similarly located, has a 
like title with De Soto. 


* * * 


FACTORY representatives in 
Los Angeles are most enthusi- 
astic over the outlook for a big 
’36. Take Charles S. Basch, who 
as Dodge regional manager is 
shooting at 20,000 distribution of 
Dodges and Plymouths in his ter- 
ritory, which is all of California. 
Encouraged by an increase of 174 
in ’35 over ’34, he is confident his 
287 dealers are going to come 
close to his projection. Whereas, 
in ’34 he peddled 6,275 units, last 
year the count jumped to 16,725. 
Since announcement time the 
percentage of increase over ’35 
has been from 75 to 80 per cent. 
March is showing better than 
January and should move 2,000 
units, he says. 

* * * 

BERRY OF DE SOTO says 
that while his dealers sold 17,000 
De Sotos and Plymouths last 
year, they ought to boost this to 
20,000 in ’36. De Soto, he adds, is 
moving 100 per cent faster this 


IN HONOR of ADN’s editor, Chris Sinsabaugh, G. V. Orr, sales 
manager of Chrysler Motors of California, in charge of Plymouth 
sales in the Pacific Coast area, gave a luncheon at the Plymouth 


Los Angeles plant. 


Left to right around the table are: J. M. Hunt, 
director of planning and traffic, Chrysler of California; D. L. Beck, | 


Dodge Los Angeles city manager; Charles S. Basch, Dodge regional 
manager; Paul W. Gaebelein, manager Chrysler of California plant; 


Al Miller, 


treasurer Chrysler of California; 


Charles W. Bloom, 


director of De Soto distribution, Detroit; Sinsabaugh; E. M. Lang, 
merchandising manager De Soto Pacific Coast; Orr; Joe M. Asbury, 
De Soto district manager, and John R. Berry, De Soto regional 


manager. 





©&———_ 


He has eight states | 


| with a 28-day 
« 





Roberts, Howard Auto Co. 





year and his lines are rapidly 
reaching the peak, set in ’32, 
when 4,000 De Sotos and 15,000 
Plymouths were sold in this sec- 
tion of the country. 
ok ob + 

OLDSMOBILE Zone Manager 
E. S. Schank, who now has his 
roots deeply imbedded in Cali- 
fornia soil but who admits he 
broke into the busines on Chi- 
cago’s automobile row in the days 
when this writer was patroling 
that beat, boasts he has 85 deal- 
ers and without an open point in 
his territory. Whereas, in 1932 
Southern California distribution 
of Oldsmobile was 732, last year 
it had jumped to 7,115. In the 
Los Angeles zone January and 
February returned 737 sales in ’35 
and this year, same period, the 
books show 1,260. In percentage 
of increase among Oldsmobile 


| zones, Los Angeles is reported by | 


Schank to rank fourth. 


* * * 


they call him Pat—advises that 
for the first 50 days of this year 


| his district has delivered more 


new cars than any other zone 
outside of Detroit, New York and 
Chicago. Since announcement the 
count is 2,396. Last year showed 
an increase of about 200 per cent 
over '34. Riley’s dealers have the 
used car situation well in hand 
turnover. 

7 - 

NASH AND LaFayette depend 
on the Pacific Nash Co., of San 
Francisco, which took over the 
Nash job in 1917, and the Thomp- 
son-Nash Co., of Los Angeles for 
their distribution in  Califor- 
nia. The two companies have 
been friendly rivals, with San 
Francisco setting the pace up to 
last year, when Homer Thompson, 
|} in command here, tells me, Los 
Angeles came into its own. 





RILEY, PONTIAC’S zone man- | 
ager—his first name is Clyde but | 





Thompson has had the account 
since 1930 and right now has 37 
dealers, nearly twice what he had 
a year ago, and last year they 
sold two and a half times more 
new cars than in ’34—1,926 in ’35 
as against 825 in ’34. Last year’s 
business was 60 per cent Nash 
and 40 per cent LaFayette, but 
this year Thompson expects it to 
go 50-50, with total sales probably 
being 3,000 units. 

~ * Lg 

CATCHING UP with Don 
Smith, whose Auburn-Cord 
agency is catacorner from the 
Ambassador, which has sheltered 
me for several days, I learned 
that the production Cords are 
coming through and that deliver- 
ies are being made at the rate of 
four or five a week. And it turned 
out I knew Smith back in the 
earlier days when he was one of 
the leading executives of Peerless 
at Cleveland. 

+ + * 

THE HOWARD Automobile 
Co., of San Francisco and Los 
Angeles, is said to be the largest 
automobile wholesaling organi- 
zation in the world, an honor 
which I never have heard dis- 
puted. Charley Howard opened 
his San Francisco place in 1905 
and the first 12 months he sold 85 
Buicks but in later years he set 
a peak of nearly 20,000 for one 
year’s operations. In 1908 he 
opened up in Los Angeles and 
with his double-barreled shotgun 
he has kept Buick on the Cali- 
fornia map ever since. Right 
now he has something like 800 or 
900 employes and he expects to 
move 10,000 units in the fiscal 
year through his dealer body, 
representing about 100 outlets. So 
it is no wonder California is the 
second largest Buick state in the 
Union, ranking next to New York 
and with 150,000 cars running in 


| Los Angeles county. 


In 37 of Today’s New Models 


BORG & BECK 
CLUTCHES 


L. C. Barnard, 








THE LOS ANGELES Motor Car Dealers Assn. recently held a luncheon for Chris Sinsabaugh, edi- 
tor of ADN. Left to right, outside of table: Duncan Curry, New York American; Chris Sinsabaugh; 
Harold W. Tuttle, president Los Angeles Motor Car Dealers Assn. (Buick); George M. Schell sr., Motor 
West; Ralph Hamlin (Graham); Harry Schell, Motor West; George Wheeler, Hollywood Citizen-News; 
R. J. Grewer, Los Angeles Times; Hamlin Nerney (Ford); Irvin Kaiser (Oldsmobile); Willard Wood, 
Oldsmobile publicity; E. Z. Croxall, Hollywood Citizen-News; Burt Roberts, secretary, LAMCDA. Center, 
left (left to right): Charles Branaman, Howard Auto Co.; John Burke and Frank Payne of Rodney 
Boone; Arthur La Vove, MacManus, John & Adams; 
Rogers, Los Angeles Times. Center, right (left to right): Allen Greer (Hupmobile); Dick Grant of J. 
Stirling Getchell; John Hutchinson of MacManus, John & Adams; Nelson Lally, Los Angeles Herald; 
Hershell Blewett, Los Angeles Evening Herald; J. H. Browning, Buick zone manager, and R. L. 


Los Angeles Daily News; Lynn 


Heading the Howard com- 
pany’s Los Angeles operations is 
Hal W. Tuttle, who also is presi- 
dent of the Los Angeles Motor 
Car Dealers Assn., and who has 
been with Howard for the past 
quarter of a century, coming to 
his present job of general man- 
ager from a start in the parts 
department, then salesman, retail 
sales manager, advertising man- 
ager, general sales manager, 
assistant general manager and 
then “tops.” 


Tuttle drove me out to his 
Rancho de Scanso in Hidden Val- 
ley in the foothills of the Malibu 
range, which is one of the show 
places of the region, and on the 
way he told me how strongly 
sold on service is the Howard 
company. 

“Our dealers are getting 75 per 
cent of their fixed expenses or 
overhead out of the service dol- 
lar,” he declared. “Our own 
establishment here rang up 4 
half million dollar total on its 
cash registers in ’35 from retail 
service operations, which was 15 
per cent better than the year 
before. We were the first to 
convert greasing into lubrication 
and our retail take in Los 
Angeles averages around $10,000. 
We have 50,000 service customers 
a year on lubrication alone.” 

* * * 


LET ME WRITE it into the 
records now the claim that Los 
Angeles was the first city in the 
United States to set up what we 
know as a filling station. Charley 
Branaman, now publicity man 
for Howard, and a veteran news- 
paperman, told it to me. 

This happened in 1913, Brana- 
man said, when Earle Anthony, 
Harold L. Arnold and Byron 
Graves opened up a small gaso- 
line station at Grand and Washa. 
They had visited France and 
noted how it was done over there 
in comparison with the selling 
methods in vogue in this country, 
where the automobile owner went 
to the motor car dealer for his 
essence. The station was painted 
red, white and blue and instead 
of the pumps we have today the 
gasoline was poured out of five- 
gallon cans. 

This innovation took immedi- 
ately and it was not long before 
the Standard Oil Co. took cog- 
nizance of what was going on 


|and bought out these pioneers. 
| That’s where the filling station 
|idea evolved, Branaman said. 


* * * 


ENDETH the California 
“Sparks.” The con- 


sO 
chapter of 


| ductor of the column has thor- 
| oughly enjoyed the hospitality of 
the 


West Coast for the past 
month and he regretfully packs 
his bag and makes his reserva- 
tion with the American Airlines 
for the flight back to Detroit. 





the 


Plymouth Goes to Court 
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th Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 





Tired of lecturing traffic violators on the seriousness of 
their offenses, Judge Charles Newell Carns, of Los Ange- 
les municipal court, has ordered Plymouth’s safety film, 
“Everybody’s Business,” to be shown twice daily in his 


courtroom. 


Officials of the Los Angeles Bar Assn., who passed on 
the ethics of showing the picture in court, believe this to 
be the first time the talkies have © — 


invaded an American courtroom. 

“The 10-minute motion picture 
showing is proving more effective 
than any lecture which I might 
deliver from the bench,” Judge 
Carns said. 


To the Farmers 
Automobile manufacturers spent 
$212,817.91 in 45 farm papers dur- 
ing January and February this 
year. Individual expenditures 
follow: 
Buick— 
Cars 
Chevrolet— 
Cars 
Trucks 
Chrysler— 
Cars 
Dodge— 
Cars 
Trucks 
Ford— 
Cars 
Trucks 
Q@mMCc— 
Trucks 
Hudson- 
Terraplane— 
Cars 
International— 
Trucks 
Plymouth— 
Cars 
Reo— 
Cars 
Trucks 


$ 4,350.00 


$ 7,594.40 
40,292.68 


47,887.08 


7,942.00 


25,748.13 
21,136.64 


46,884.77 


37,458.22 
20,938.47 


58,396.69 


1,692.00 


6,452.00 


9,696.40 


28,896.40 


620.00 


$212,817.91 
Extra 





Graham recently signed up 20 | 


dealers in Seattle, and is celebrat- 
ing the occasion with a special 
four-page Graham News. 

The story of Graham and its 
new dealers will be told to the 
whole city through 85,000 copies 
to be distributed Mar. 31. 

James Houlihan, Inc., 
Francisco, did the job. 


Buick’s Bout 


Buick will sponsor the broad- 
cast of the Schmeling-Louis fight, 
at New York this summer. 


Contracts have been signed 


John B. Gaughen 
Dies in Hospital 


San 








DETROIT.—John B. Gaughen, 
Detroit manager of the Capper 
Publications, a former president 
of the Adcraft Club and nation- 
ally known in advertising circles, 
died Monday afternoon at the 
University Hospital, Ann Arbor, 
where he had been ill since last 
summer. 

Born in Pittsburgh, June 15, 
1893, Mr. Gaughen began his busi- 
ness career as assistant to the 
president of the Conklin Pen Mfg. 
Co., at Toledo, holding that post 
from 1914 to 1917. In 1917 he 
went to the Toledo Scale Co. in 
sales promotion work. In 1919 he 
became director of advertising for 
the Electric Auto-Lite Corp., at 
Toledo, and three years later 
came to Detroit to become man- 
ager here of the Capper Publica- 
tions, of Topeka, Kan. 

Mr. Gaughen was a former vice- 
president of the Advertising Fed- 
eration of America in addition to 
having served two terms, from 


1931 to 1934, as president of the 
Adcraft Club here. 








with the promoters and arrange- 
ments have been made for a na- 
tion-wide broadcast of the heavy- 
weight match over a coast-to- 
coast NBC network. 

Buick last fall broadcast the 
Baer-Louis fight. 


Personals 
Frederick C. Hanks has re- 
joined the creative staff of 
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FORD BUILDING at the Texas Centennial at Dallas. 


from the soil to the finished parts and an exhibit from the Henry Ford Trade School. 
court will hold a display of passenger and commercial cars. 


The structure will be air conditioned and 
will hold testing exhibits, a pageant of transportation, dioramas showing the progress of raw materials 


The open air 


Opposite the building will be a series of 


10 reconstructed highways important in the development of the southwest. 





Brooke, Smith & French, Inc. He 
has been absent six months, dur- 
ing which he was connected with 
Associated Sales Co., Detroit sales 
promotion organization. ... Don- 
ald S. Shaw, eastern sales man- 
ager of NBC for two years, has 


resigned, effective Apr. 1. He will 


join McCann-Erickson, in New 
York, as assistant to the presi- 
dent, and have charge of all radio 
activities of the agency... . 
William E. Betts, formerly assist- 
ant director of advertising and 
merchandising for Dodge, has 


been named Pacific Coast man- 


Lhe Cnviatle Dasition of 
CADILLAC > LA SAbIhs 


g Cu lors 


a BUYING trend continues to move upward in the price ranges and Cadillac-La Salle 


ager of Ruthrauff & Ryan, with 
headquarters at Los Angeles... . 
J. Herbert Devins, with NBC for 
eight years and assistant man- 
ager’ of the press department 
most of the time, has resigned to 
join J. Stirling Getchell, at De- 
troit, and handle Plymouth pub- 
licity. 


dealers are enjoying an exceptionally prosperous business. » + + As a matter of record, 


sales of Cadillac-built cars during the past five months were almost four times those of the 


same period a year ago. « + + These two facts—trend and sales—emphasize the value and 


desirability of the Cadillac-La Salle franchise. » - + But there are other important reasons 


why our dealers are in a particularly enviable position. » - » With the new low prices, 


Cadillac-La Salle covers the fine car field from $1175 up—and more completely than any 


other line. « + + In conjunction with a low-priced car, our dealers are thus able to satisfy 


any new car buyer who may enter their showrooms. » + + Owners desiring to buy “up” are 


held. » « + Remember, too, a dealer’s profit depends largely on how much of the gross profit 


can be turned into cash, Dealer’s financial statements show the gross profit from the average 


Cadillac-La Salle sale is more than the trade-in. » + » When you sell a Cadillac or a La Salle, 


you put money in the bank. « + + That the American motoring public is a Cadillac public was 


never so true as it is at this moment. The fine car field it has always led has now been left 


almost alone to the Royal Family of Motordom. + +» » With our greatly expanded market some 


excellent business opportunities have developed in cities where we are not now represented, + + + If 


you are interested, please wire our Organization Department, or fill in the coupon and mail it. 


CADILLAC 
MOTOR CAR COMPANY 
2860 CLARK AVE. 
DETROIT, MICHIGAN 


Gentlemen: 


franchise in 


Please send me 


Cadillac Motor Car Co. 
2860 Clark Ave., Detroit, Mich. 


full particulars about your dealer 





City 


° Name 


Address 


State 


Yours very truly, 





SQUARE D BELIEVES in using units like this one 
built by Silver Dome to make certain that prospects are 
informed of the latest developments in electric switches. 
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SILVER DOME trailers add extra carrying 
capacity for this dry cleaner. 
have hitches to accommodate this trailer. 


Four trucks 


COUPES ARE USED as motive power for the Vagabond 
trailer traveling photographic studios. 


This trailer adds 250 


pounds of weight on the rear of the car. 








Camp Trailers Gain Favor as Traveling Showrooms 


Many Commercial Firms Use 
New Means to Show Product 


By JACK WEED 


DETROIT.—Used as a traveling 
sales and show room in which 
merchandise can be taken right 
to the prospect’s door for display, 
the so-called camp trailer is find- 
ing favor with an _ increasing 
number of commercial firms. 

This field in itself should inter- 
est the automotive dealer who 
has among his clients, firms to 
whom a working display or a 
more complete display of the 
product, in the home of the pros- 
pect is a sales advantage. 

In order to show car dealers with 
clients in this classification how 
some concerns have put this new 
type of semi-automotive vehicle 


Says Trailers 


Dealer An 


ATLANTA, Ga. (UTPS).—That 
the camp trailer deserves serious 
consideration on the part of the 
automobile dealer as a possible 
supplementary source of income 
is the opinion of J. Y. Anthony, 
president of the Anthony-Buick 
Co. 
“If you don’t believe that the 
trailer is a possible additional 
source of income for the auto- 
mobile dealer,” said Anthony, 
“make a note, next time you go 
on a trip, of the increasing num- 
ber of trailers of all sorts which 
you meet. And consider their pos- 
sible future development. 

“At the present time, it is 
true, there are too many differ- 
ent types and styles of trailers 
on the market .. . too many ‘in- 
dividualized” bodies, specially built 
to order, which have, possibly, 
served to queer the tourist trail- 
er in the eyes of the average con- 
servative citizen. But the time is 
not far distant when leaders in 
the trailer field will be prepared 
to standardize their products, re- 
duce their costs, and go after an 
increasing tourist-trailer busi- 
ness. Will the automobile dealer 
be ‘in’ on this business, or ‘out’?” 


Milwaukee Firms Report 
Profitable 1935 Sales 


MILWAUKEE. — Net income 
of the A. O. Smith Corp. for the 
year ended Jan. 31 totaled $436,- 
401. Three months ago the com- 
pany reported a loss for the year 
ended Oct. 31, 1935, of $551,831. 
The latest income report is sub- 
ject to adjustment at the end 
of the fiscal year and does not 
include the result of controlled or 
affiliated companies. 


The Unit Holding Corp. and 
subsidiaries reported net income 
for the year ending Dec. 31, 1935, 
of $88,764. This figure includes 
profit from the operations of 
Fuller Mfg. Co., Kalamazoo, Mich., 
and the Universal Power Shovel 
Corp., West Allis, subsidiaries for 
the year, and Unit Holding Corp. 
and Unit Drop Forge Corp., West 
Allis, subsidiary, for the last six 
months of 1935. 


to good use, Automotive Daily 
News is illustrating on this page 
three varying applications of the 
camp trailer to commercial use. 

How dry cleaning  establish- 
ments can use trailers to ad- 
vantage is indicated in the photo 
of the unit used by the Ridley 
Cleaners of this city. Ridley now 
has one Silver Dome trailer in 
use and another on order. The 
firm’s present trailer is used prin- 
cipally on suburban routes. Hook- 
ing up the trailer behind the 
regular truck more than doubles 
the capacity of the truck and as 
Ridley’s loads are comparatively 
light this extra cargo carrying 


Will Give 





Added Income 


Wreckers Demolish 


Studebaker Relic 


SOUTH BEND. — One of the 
landmarks of South Bend met its 
doom when the 65-year-old 150- 
foot smokestack of building 11E 
at the old Studebaker Wagon 
Works was demolished. This 
building was but one of 44 being 
razed at the plant as a tax econ- 
omy measure. 


STATES 


Total, 36 States, for 
February 


Colorado 

Indiana 

"36 
"35 
"36 
"35 
"36 
"35 
"36 
"35 
"36 
35 


lowa 
Kentucky 
New Mexico 


Texas 


Total, 42 States, for 
February 


MONTHS 


January 

36 
35 
"36 
"35 


Total, 42 States, for 
February 


Total to Date 


oe — 





capacity does not slow up de- 
liveries. The second trailer, now 
on order, is to be used primarily 
for the collection of furniture and 
rugs which, in many instances, 
are too bulky to go into the 
regular delivery trucks. 

The Square D Co., manufac- 
turer of safety electrical switches, 
uses three of these trailers in its 
sales promotion work. Square D 
has one in the eastern section of 
the country, one in the central 
states and one on the west coast. 
All three trailers are in charge 
of engineers who take the full 
line of Square D products in these 
mobile show-rooms to the larger 
concerns and power companies. 


Thus they are able to show from | to the prospective buyers. As 


actual samples the improvements 
made in the products in the past 
few years. 


A very interesting fleet of trail- 
ers is that of the Camp Publish- 
ing Co., which uses three of these 
trailer units as traveling photo- 
graphic studios. Each of these 
Vagabond units is designed to 
serve not only as a complete 
studio when pictures are being 
taken but also as living quarters 
for the crew. 

Another good example of how 
these units can be used to a dis- 
tinct advantage is shown in the 
illustration of the job used to 
take Estate Electric ranges out 


shown in the interior view, the 
kitchen atmosphere is gained in 
this mobile show-room by the use 
of kitchen type muslin curtains 
at the windows. 


Truckers Meet Oct. 19 


WASHINGTON .—The directors of 
the American Trucking Assns., Inc., 
this week designated Oct. 19 to 21 
as the dates for the organization’s 
next annual convention. As _ last 
year, the conclave will be held in 
Chicago at a time when gatherings 
of related interests are being held 
there. Headquarters will be at the 
Stevens Hotel. 


THIS PORTABLE SALESROOM was built by the Covered Wagon Trailer Co., Mt. Clemens, Mich. 
At the right is the exterior, showing the advertisin g value of the trailer and at the left, the attractive 
showroom ready to make a stop at the prospect’s door. 


NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlosk & Arnold 


CHRYSLER GROUP 


Chrysler 


24582 
27829 
477 
665 
1323 
918 
416 
732 
633 
761 


145 
154 


15149 
17639 
293 
433 
823 
667 
259 
513 
372 
433 
89| 
107| 
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1242} 8080! 18365| 29644 
8862| 21478] 33528 
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7484 
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15 
16 
16 
18 
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2 


111 
171 
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40 
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9 
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1957 
2117 
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37036 
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GENERAL MOTORS GROUP 
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69 
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1 


28753 
43094 
517 
917 
1221 
839 
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1321 
478 
1002 
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181 
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82 
50 


28371| 
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916 
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1 
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MADISON, Wis.—Hearing on a | 
proposed motor vehicle retailing | 
industry code will be heard here | 
Apr. 8. This hearing is among 
the first for industries which are 
not operating under codes now, | 
although the motor vehicle in- | 
dustry operated under the 1933 
Wisconsin Recovery Act. The 
proposed code would operate un- 
der the 1935 Wisconsin Recovery 
Act held constitutional by the | 
state supreme court in January 


of this year. 

Meetings are being held this 
week and next at Madison, 
Stevens Point and Milwaukee to 
discuss with dealers the draft of | 
a Fair Trade Practice Act for 
the motor vehicle retailing trade. 


The act would seek to eliminate 
unfair trade practices which have 
resulted in heavy used car stocks, 
large used car losses and deple- 
tion of dealer capital. 

A legal opinion was secured in 
order that some explanation and 
possibilities of the recovery act 
could be given dealers. 

This opinion was read to two 
dealer gatherings on Feb. 12 and 
13. Dealer sentiment was practi- 
cally unanimous that Governor 
LaFollette be made aware of un- 
fair practices existing in the mo- 
tor vehicle retailing trade and 
that he be given concrete evi- 
dence of the desire of the indus- 
try to eliminate such practices 
through the recovery act. 


A committee of nine dealers, 
representing every make of car, 
was elected at Milwaukee, Feb. 
13, to draft a list of unfair prac- 
tices existing in the trade and| 
secure dealer opinion. 

Following are the regulations 
provided for in the draft: 

Labor: Employes would have 
the right to organize and bargain 
collectively through representa- 
tives of their own choosing and 
would be free from interference 
or restraint of employers. Labor 
union affiliation would have no 
influence in employment. 

The average selling price of 
used cars would be determined 
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Draft Fair Trade Act for Wisconsin Dealers 


Provides Regulations 


Similar to NRA Code 


from sworn reports of all sales 
of used cars and such other data 
concerning sales as may be nec- 
essary. From such information 


|the administrator would deter- 


mine and make available to deal- 
ers at a reasonable price an of- 
ficial used car guide containing 
average selling prices of used 
cars. Until sufficient data has 
been compiled, used car prices 
would be determined from the 
prices published by the National 


| Automobile Dealers Assn. 


List Provisions 
Marketing provisions 
that: 
The reasonable cost of new 
cars, parts and accessories to 
the dealer would be the factory 
list price. 
It would be unfair to sell a 
new car at retail to a con- 
sumer for less than factory price, 
plus an amount equal to equip- 
ment at list price, plus all other 
costs incurred by the dealer prior 
to putting the car on sale. Ex- 
ceptions would be made in sales 
to the proprietor’s immediate 
family and members of his or- 
ganization for their personal use; 
demonstrators, executive cars 
when they have been in use for 
at least 90 days and have had at 
least 3,500 miles usage; sales of 
discontinued or about to be dis- 
continued models, subject to the 


provide 


approval of the administrator 60 | 
| days prior to announcement of a 


model change, and sales to fleet 
users upon such conditions as de- 
termined by automobile manu- 
facturers. 
Would File Prices 
The delivered prices of all new 
cars, including charges of any 
kind, would be filed with the ad- 
ministrator. On delivery of a new 
car the dealer would file with the 
administrator an affidavit cov- 
ering the deal. 
3 It would be unfair for any 
new car dealer or represen- 
tative to sell or permit to be sold 
any new car for resale in a ter- 
ritory already enfranchised for 
that make of car except through 


| tor vehicle dealers, 


21 


A WIDE VARIETY of types and sizes of trucks and commercial cars are coming off the Dodge 


assembly lines as output reaches 


new high levels. 


At the right is a commercial express model, while 


in the center is a service truck and on the extreme left a commercial panel car. Other different models 


may be seen following the three 





a regularly enfranchised dealer 
in that territory, and it would 
also be unfair for any dealer to 
purchase a vehicle as here pro- 
hibited. 
4, Advertising tending to mis- 

lead or deceive the customer 
is prohibited. Also banned is ad- 
vertising which refers inaccur- 
ately in any particular to a com- 
petitor. 

Repeated deductions from 

agreed commissions of sales- 
men would be evidence of devia- 
tion from list prices. 


Would Name Administrator 


A code authority, known as the 
administrator, would beap- 
pointed by the governor for a 
term of one year. The admini- 
strator would appoint an advisory 
committee of seven members, 
three of whom would be new mo- 
one a used 
car dealer, one a representative 
of the division of consumer credit 
of the state banking commission, 
one representing labor and one 
the public. There would be no 
compensation except for neces- 
sary expenses. 

Assessment would be as fol- 
lows: Used cars, 10 cents each; 
new cars up to $750 f.o.b., 75 
cents; from $751 to $1,500, $1.00; 
over $1,500, $1.50. These assess- 
ments would be paid monthly, be- 





fore the fifth of each month. 
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TRENTON, N. J.—All present 
signs point to the ultimate de- 
mise in a New Jersey legislative 
committee of a bill which would 
provide for a uniform contract 
between all motor vehicle manu- 
facturers, whether located in New 
Jersey or not, and their dealers 
in that state and for the ap- 
proval of such contract by the 
commissioner of motor vehicles. 
The bill was designed “to pro- 
mote fair trade practice between 
the manufacturer and the agent, 
dealers or representatives and to 
provide for an equitable adjust- 
ment of all contracts entered in- 
to between them.” 


Introduced by Assemblyman 


is understood to have been spon- 
sored by the New Jersey Auto- 
motive Trade Assn., whose sec- 
retary is Sam Heimlich, Dodge 
dealer in Long Branch. The bill 
was referred to the state legis- 
lature’s committee on revision 
and amendments of laws. An 
argument brought up against the 
bill is that parts of it are un- 
constitutional. However, this bill 
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N. J. Not Expected to Pass 
Uniform Contract Bill 


by BOB MOUNTSIER 


certain pro- 
enacted in 


is said to embody 
visions of a law 
Missouri last year. 

The provision of the proposed 
law with the most “dynamite” in 
it reads as follows: 


“This act shall not affect an 
existing contract between any per- 
son, partnership or association of 
persons, or corporation acting as 
the agent, dealer or representa- 
tive of any motor vehicle manu- 
facturer, nor shall it affect the 
relationship of any parties now 
acting the agent, dealer or 
representative of any manufac- 
turer without contract in this 
State; but, it is provided that if 
any motor vehicle manufacturer 
should, after the passage of this 
act, without good cause or with- 
tendering reimbursement for 
the damage or injury sustained 
by its agent, dealer or repre- 
sentative, cancel the existing con- 
tract or should without good cause 
refuse to continue the business 
relationship now existing between 
manufacturer and agent, dealer 
or representative without con- 
tract the dealer, agent or repre- 
sentative so injured by the loss 
of his or its dealership, agency 
or representation may sue and re- 
cover all actual damages sustained 
by him, it or them and for a viola- 
tion of the provisions of this act, 
a domestic corporation shall for- 
feit its charter and a foreign 
corporation shall forfeit its right 
to do business in this State and 
shall also forfeit not less than 
five hundred dollars ($500.00) nor 
more than one thousand dollars 
($1,000.00) to the State of New 
Jersey, and shall be proceeded 
ayainst by the Attorney-General 
in the manner and form as pro- 
vided for a quo warranto proceed- 
ing or injunction under the laws 
of this State.” 

The bill further provides that: 


“In any action taken under this 
act, proof by the party plaintiff 
that he has been compelled to dis- 
continue the relationship of manu- 
facturer, agent, dealer or repre- 
sentative on account of unlawful 
act or breach of said contract by 
the party defendant or that the 
party defendant has threatened 
to cancel said contract without 
good cause and without first hav- 
ing submitted the question for an 
adjustment of a breach of said 
contract to a board of arbitration 
and award, shall be conclusive 
evidence of damage.” 


as 


out 


Kent Heads Plant 


MUSKEGON, Mich.—Earl W. 
Kent, former superintendent of the 
Bennett Pump Co. here, has ar- 
rived in the city to become manager 
of the local plant of the Hercules 
Motors Co. He will be in charge of 
production. Manufacturing will 
start Apr. 15. 

Rough machining of motor block 
castings produced by the Campbell, 
Wyant & Cannon Foundry Co. of 
this city will be the principal op- 
eration at the Hercules plant. In- 
stallation of machinery was started 
a month ago. It is expected that 
the plant will employ 250 men. 





Increased ed Profit 
Rumors Rouse 
Interest in Stock 


By C. J. ALEXANDER 

NEW YORK.—Stocks of auto- 
motive companies generally were 
firm this week. General Motors 
turned in an outstanding per- 
formance with investment inter- 
est turning to this issue on the 
talk of a substantial increase in 
first quarter earnings over a year 
ago. GM made a new high for 
several years and registered the 
only important gain of the week. 


Recent strength in stocks of 
the tire and rubber companies is 
explained in part by the expecta- 
tion that prices of tires will be 
increased within the next month 
or so. Settlement of labor troub- 
les in Akron also was a factor in 
the rallies of this week. Pre- 
ferred stocks of the tire com- 
panies have shown particular 
strength. 


Tire Prices Rise 

The expected advance in tire 
prices does not mean that the 
rubber companies will increase 
their margins of profit by the full 
amount of the upward revision. 
Crude rubber prices have been 
advancing and, with much of the 
low cost rubber having been 
worked off by the factories, the 
time has arrived when attention 
must be given to higher selling 
prices for the finished product if 
profit margins are to be main- 
tained. 


United States Rubber, common 
and preferred, and Goodrich pre- 
ferred reached new high prices 
of the year during the week. 
Other stocks that made new highs 
included Briggs & Stratton, 
Campbell-Wyant, Checker Cab, 
Clark Equipment, Continental 
Motors, Eaton, General Motors, 
Midland Steel Products, pre- 
ferred; Reynolds Spring, Spicer, 
common and preferred, and Yel- 
low Truck & Coach. 


Automotive Daily News stock 
price averages for Wednesday, 
Mar. 25, compared as follows with 
the week preceding and a year 
ago: 

Last This 

Week Week Change 
24 motors 44.79 46.64 +1.85 
10 car-truck co.’s.. 46.63 48.59 +1.96 
10 parts-accessories 43.66 43.96 
4 tire-rubbers .... 27.08 28.26 


Year 
Ago 
19.86 
20.35 
+0.30 20.57 
+1.16 13.11 

The passenger car and truck 
group, the tires and the motor 
stocks as a whole, reached new 
high levels for the year in the 
week ended Mar. 25. The parts 
and accessory section lagged 
somewhat, with Borg-Warner and 
Briggs failing to provide the 
leadership necessary for strength 
in the group. Bendix and Eaton 
were strong spots. 


The tire and rubber group was 
featured by the sharp advance in 
United States Rubber, which ad- 
vanced more than 6 points. Good- 
year was a little stronger but 
Firestone rested after its recent 





Sparta Foundry Merges 


With Muskegon Ring Co. 


SPARTA, Mich. — Stockholders 
of the Sparta Foundry Co. have 
unanimously approved the pro- 
posal of their directors that their 
concern be merged with the 
Muskegon Piston Ring Co., of 
Muskegon. Stockholders of the 
Muskegon company had prev- 
iously approved the plan for the 
merger. 


The new concern, to be known 
as the Muskegon Piston Ring Co., 
will have total assets of more 
than $1,000,000 and will continue 
to operate the Muskegon and 
Sparta plants as separate divis- 
ions. ‘The consolidation will be 
effected by an exchange of one 
share of Sparta Foundry common 
stock for one and one-half shares 
of Muskegon Piston Ring stock. 
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GM Reaches New High as Motor Shares Hold Firm 


move. Goodrich has moved within 
a narrow range in recent weeks. 


Firestone Tire & Rubber de- 
clared a quaarterly dividend of 
30 cents on its common stock, 
payable Apr. 20 to stockholders 
of record Apr. 3. Spicer Manu- 
facturing declared a dividend of 
75 cents as the regular quarterly 
on its preferred, payable Apr. 15 
to stock of record Apr. 3. Good- 
year Tire & Rubber of California 
declared 50 cents a share on ac- 
count of accumulations on its 
cumulative 7 per cent preferred, 
Apr. 1 to stock of record Mar, 25. 
The arrears on this issue now 
amount to $26. 


Mack Truck Reduces 


Directorate to Seven 


NEW YORK.—Stockholders of 
Mack Trucks, Inc., voted at the 
annual meeting to reduce the 
authorized number of directors 
from 12 to seven and re-elected 
seven former directors. 


A reduction in capital stock of 
21,700 shares was also authorized. 


W. R. Edson, R. E. Fulton, W. 
D. Sargent, J. E. Savacool and 
A. V. Stout retired from the 
directorate. 


A small profit for last year was 
reported and the outlook for the 
new year is better, it was said. 


To Make Parts 


BUCYRUS, O.—A lease has been 
signed by Arthur W. Sieglaff, Mil- 
waukee, Wis., automotive parts man- 
ufacturer, to take over a vacant 
factory building here to turn out 
parts for nine popular makes of 
ears. Indicating operations would 
be started within 60 days, Sieglaff 
said about 35 workers would be em- 
ployed. 


Doehler Reports 


TOLEDO.—The Doehler Die Cast- 
ing Co. reports for 1935 net earn- 
ings of $623,817.80 or $2.39 per 
share. This compares with $1.95 
per share in 1934. 

In the early part of 
company liquidated all 
dends on its preferred 
erence stock. 


1935 this 
back divi- 
and pref- 





Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





New York, Mar. 


27—3:00 P.M.—Stocks of automotive com- 


panies which had set the pace in the market rallies earlier 
in the week today had to bear the brunt of a selling wave 


that brought losses all along the list. 


Chrysler dropped 


two points and General Motors a point. The selling was 
reported to be largely professional. 





Stewart-Warner 
Tripled Earnings 


°35 Report Shows 


CHICAGO.—Earnings of the 
Stewart-Warner Corp. for 1935 
tripled those of 1934, the annual 
report shows. Consolidated net 
income for the year ended Dec. 
31, 1935, after all charges, includ- 
ing depreciation and _ federal 
taxes, was $1,724,313, equivalent to 
$1.39 a share on the 1,241,847 
shares of common stock out- 
standing in the hands of the 
public at the close of the year. 
For the year ended Dec. 31, 1934, 
net income was $571,968, or 46 
cents a share on the 1,246,847 
shares of common stock then 
outstanding. 

Sales for 1935 totaled $20,479,- 
164, an increase of 19.9 per cent 
over $17,075,344 sales for 1934. 
Consolidated balance sheet at 
Dec. 31, 1935, shows a strong po- 
sition, with current assets total- 
ing $8,056,535, including cash of 
$2,412,188, against current liabili- 
ties of $1,749,698, or a net work- 
ing capital of $6,315,837. At Dec. 
31, 1934, current assets totaled 
$6,043,179, including cash of $1,- 
024,084, against current liabilities 
of $1,155,324, or a net working 
capital of $4,887,855. 

Dividend payments were re- 
sumed during the year after a 
lapse since 1930. Fifty cents a 





share, representing a 25 cent 
semi-annual dividend plus 25 
cents extra, being paid to stock- 
holders, or a total of $620,923.50. 

In the face of substantial in- 
crease in sales for the year, sell- 
ing administrative, and general 
expenses remained practically 
identical with those of 1934, total- 
ing 14.75 per cent of sales in 1935, 
against 17.79 per cent in 1934, and 
28.38 per cent in 1933. 


Burgess-Norton Pays 


Accumulated Dividends 

GENEVA, Ill. — The board of 
directors of the Burgess-Norton 
Mfg. Co. voted at a meeting held 
last Saturday, to pay at once two 
years accumulated dividends on 
preferred stock. At the meeting, 
hope was expressed by the man- 
agement that the upswing in 
business would continue at its 
present encouraging pace so that 
it would be possible, at an early 
date, to put both the preferred 
and common stock on a current 
dividend basis. 

This action follows the comple- 
tion of a $50,000 modernization 
and new equipment program 
started last fall. 


English Firm Licensed 


CANTON.—The Hercules Motors 
Corp. has entered into a_ license 
agreement with Rustin and Hornsby, 
Ltd., of Lincoln, Eng., whereby the 
latter company will manufacture the 
Hercules line of light weight speed 
Diesel engines. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS FRIDAY, MARCH 27, 1936 


(Furnished by Wm. ©. Roney Company, Union Guardian Building, Detroit) 


NEW YORK 


Allis Chalmers Mfg 
American C. & F 
American Chain 
Auburn Auto 
Bendix Aviation 
Bethlehem Steel 


Briggs Mfg. 

Budd Mfg. Co., 
Budd Wheel Co 
Chicago Yellow Cab (1) 
Chrysler 

Clark Equipment 
Cleveland Gr. 
Collins & Aikman 
Commercial Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
du Pont de Nemours 


NES a ee 


Electric Auto-Lite 
Electric Storage Battery. 
Evans Products 
Federal Motor 
Firestone T. & R 
Gabriel Co. 

General Electric (80c) 
General Motors 
Glidden 

Goodrich, B. F. 
Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 
International Harvester 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B. 
Lee Rubber & Tire 


Last Sale 
Mar. 27 Mar. 20 | High 
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1936 


Last Sale 


NEW YORK Mar. 27 Mar. 20 


Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 

Marlin Rockwell 
Midland Steel 

Motor Products 

Motor Wheel 


81% 4 Murray Corp. 


61%, Nash 
13% 
12 

24), 


Pacific Mills 


Raybestos Manhattan 


Republic Steel Corp. 
Socony Vacuum 
Sparks- Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 
Thermoid Co. 
Thompson Products 


Timken-Detroit Axle 


Timken Roller Bearing 
U. S. Industrial Alcohol 


Westinghouse E. & M. 
White Motors 
Yellow Truck 
Young Spring & Wire 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 

Pines Winterfront 


DETROIT 


Federal Mogul 


Bendix Aviation 
Has $3,163,920 
°35 Net Income 


SOUTH BEND.—Bendix Avia- 
tion and subsidiaries realized a 
net return of $3,163,920.99 for the 
year 1935. 


This figure represents an in- 
crease of 66 per cent over 1934 
and was reported after experi- 
mental, development and patent 
expenses of $1,383,880.67 were de- 
ducted. 


While local plants of the cor- 
poration were operating all year 
they lagged other factories in 
other cities in point of profit real- 
ized. This, according to the re- 
port, was due to increased oper- 
ating costs, higher labor rates and 
reductions in prices charged for 
goods made here. 


During the year the corporation 
acquired the Hurley-Townsend 
Spark Plug Co. This firm was 
consolidated with the Scintilla 
Magneto Co. of Sidney, N. Y., 
also a Bendix subsidiary. Also 
absorbed by Bendix during the 
year was Radio Products Co., 
Dayton, O., and a majority of the 
stock of the Peco Mfg. Co., Phila- 
delphia, and Jenkins and Adair, 
Inc., Chicago. 


The Bendix Marine Products 
Corp., South Bend, wholly owned 
by Bendix, was formed in De- 
cember. 


During 1936 the corporation will 
continue to introduce new prod- 
ucts. Most important among these 
are the Bendix-Weiss constant 
velocity universal joint and the 
Hagenberger blind flying and 
blind landing systems for avia- 
tion, the report states. 


Wheel Co. Formed 
In Lebanon, Ind. 


LEBANON, Ind.—Organization 
of the Indestructible Wheel Co., 
Inc., has been announced here. 
Five Lebanon business men have 
purchased the Wheel Works 
plant here which has been op- 
erated for the past 26 years by 
A. M. Lofland. The new owners 
are Lofland, Will C. Davis, Harry 
L. Lenox, Harvey P. New and 
Roscoe Hollingsworth. 


Lofland will serve as president 
of the company, Lenox as vice- 
president and Davis as secretary- 
treasurer. Lofland and Davis will 
have active charge of the plant. 


The Indestructible Wheel Co. 
will manufacture metal products, 
wheels, automobile parts and 
commercial trailers; is equipped 
to handle steel wheel change- 
overs for commercial trucks and 
agriculture tractors, and to do 
light and heavy repair work, 
electric and acetylene welding and 
cutting, and heavy sheet metal 
work. 


Packard Electric Plant 


Starts Expansion Plans 


WARREN, O.—Expenditure of 
$200,000 to expand the Packard 
Electric plant of General Motors 
Corp. in Warren was announced 
here at the annual Chamber of 
Commerce dinner by William S. 
Knudsen, GM _ executive vice- 
president. 

The Packard Electric Co. now 
employs 750 persons, 400 more 
than in 1932 when GM acquired 
the plant. 


The improvement will increase 
the floor space by 50,000 square 
feet and will mean construction 
of a large new building remodel- 
ing of the old and addition of 
about $50,000 in equipment. The 
working force will be increased 
following the expansion, possibly 
to 1,000, officials said. 
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“it the Truck to the e Job, Federal Engineer Says 


. 


Higher Initial Outlay 


Performance 


Abstracted from an address by W. 


Federul Motor Truck Co., rec 
Federal salesmen at tl 
One of the most valuable assets 
of any truck salesman or dealer | 
is satisfied users. And the one 
sure way to 
make a satisfied 
user is to sell 
him a truck 
that you know 
will best meet d 
his requirements 
in every way. 
Fitting the 
truck to the job 
is a responsibil- 
ity that is con- 
sidered of. first 
importance by 
every successful transportation 
salesman. To do this, of course, 
requires complete knowledge of 
the work for which the truck is 
being purchased and also the 
ability to select the proper ve- 
hicle for that particular work. 


Properly fitting the truck to 
the job often results in higher 
initial costs, but this additional 
cost at the start can be offset 
many times over by savings in 
operation, maintenance and time 
during the life of the vehicle. 
Intelligent salesmen recognize 
this and can, in many cases, over- 
come the obstacle of higher initial 
cost by a proper presentation of | 
facts and figures. 

Total Truck Cost 

The total cost of a truck during | 
its lifetime is a simple matter of 
arithmetic which adds up about | 
as follows: 

1 Original cost 


W. C. Mackenzie 





Maintenance cost dur- 
ing its life 
Loss of revenue while | 
out of service for re- 
pairs 

Some operators overlook en- | 
tirely the second and third items | 
above. They mistakenly concern 
themselves only with how cheaply | 
they can buy a truck. A vehicle | 
purchased on this basis is often | 
much too light for the operator’s | 
work, and the result is costly 
overloading. 

Then what happens? 
parts wear rapidly and eventually 
fail; transmission and axle gears | 
and shafts do not stand up; 
spring and frame breakage are 
not uncommon; repair expenses 
are heavy and there is an exces- 
sive loss of operating time and 
consequent loss of revenue which 
must be charged against the total 
cost of the truck. 

Experiences of this kind have 
proven conclusively that the to- 
tal cost of operating an under- 
sized vehicle over a period of 
time can be much greater than 
the extra initial cost of a vehicle 
that has been properly fitted to 
the job. Therefore, the salesman 
who values his customer should 
make every effort, in the begin- 
ning, to sell him the right size 
truck for his work, and explain 
why it is to his advantage to 
purchase such a truck. 


Many Angles Enter 


Fitting a truck to the job is 
not confined solely to selling the | 
operator a vehicle that will safely | 
carry his loads. Performance is 
also important and must be seri- 
ously considered as part of a} 
satisfactory sale. The salesman 
should apply a standard yard- | 
stick of truck performance to the 
job to be done. There is a simple 
SAE formula for determining the 
ability of a truck to perform 
under various payloads and oper- 
ating conditions. The standard 
of gradeability that is considered 
a good average is as follows: 

For trucks hauling loads 

on their back 
For tractors pulling semi 

or four-wheel trailers... 1.3 
These figures will fit a large 


Engine | 





| load. 


|} at the start. 


| event, 


Mackenzie, sales engineer of 
ae delivered to a group of 

le fac tory sales school 

proportion of the cases and unless 
the owner is particularly fussy 
about his operation, a truck with 
a gradeability as shown above, or 
greater, will be considered satis- 
factory operation. 

After the proper model has 
been determined, the next thing 
to do is select the correct wheel- 
base. In this the salesman must 
consider the length of body that 


|} is necessary to handle the load 


which will be carried. Load dis- 
tribution has an important bear- 


| ing on satisfactory truck opera- 


tion. 


The next step is to determine 
the size of tires. It is well to al- 
ways provide tires as original 
equipment that have a _ rated 
capacity higher than the load to 
be imposed upon them. Over- 
loaded tires decrease the mileage 
that is built into them by the 
manufacturer. For example, tires 
that are overloaded 20 per cent 
beyond their rated capacity will 
give only 70 per cent of the 
mileage that is built into them. 
The entire 100 per cent could be 
obtained if the load equaled or 
was less than the rated capacity 
of the tires. 


To determine proper size tires, 
a good rule of thumb is to assume 
that three-quarters of the total 
gross weight is on the rear tires. 
For example: Suppose that the 
total gross weight is 17,000 
pounds; three-quarters of this or 
12,750 pounds is on the rear tires. 
Four 8.25/20 tires have a rated | 


| capacity of 10,600 pounds or 2,150 | 


the 


is 


less than imposed | 
Therefore it necessary 
to use larger tires whic in this 
case would be 9.00/20 with a total 
capacity of 13,000 for the four 


pounds 


| tires. 


Properly fitting a truck to the | 
job may cost somewhat more | 
It is folly to sell a} 
man the same truck to haul 10 
tons in a semi-trailer from De- 
troit to Pittsburgh as you would 
to transport 1% ton loads around | 
the city, yet this is being done. | 


Vancouver Has 


Successful Show 


VANCOUVER, B. C.—An elab- 
orate introduction of new cars 


was recently staged by the Van- | 


couver Motor Dealers Assn. Paid 
admission attendance broke all 
records. 


As an added attraction an elec- | 


tric show was presented in con- 
junction with the automotive dis- 
play. Still further interest was 
stimulated by a style review. 

Dealers participating report a 
marked increase in the amount 
of active interest displayed. By 
the time the show was half way 
through, the number of orders 
booked had exceeded those on 
record at similar events for the 
exhibitors as a whole. 

Firms participating in the | 
included: 
tors, Ltd., and A. B. Balderson, 
| Ltd., Ford; Begg Motor Co., Ltd., 
Chrysler, De Soto, and Plymouth; 
Dan MacLean Motor Co., Ltd., 
LaFayette; DeWolfe Motors Ltd., 
Reo; Fred Deeley, Ltd., Austin; 
Bowell McDonald Motor Co., Ltd., 
Pontiac; Stonehouse Motors, Ltd., 
Chevrolet; Hudson Motors, Hud- 
son and Terraplane; Consolidated 


| Motor Co., Packard; Don Ingram, 


Ltd., Studebaker; Begg Brothers, 
Dodge. 


infield Davis 


Wb Winfield Davis, De- 
troit representative for Business 
Week of New York, widely known 
in automotive circles was _ buried 
today. Mr. Davis died as the result 
of an automobile accident. 


Vancouver Mo- | 





BEAUTY AND UTILITY are 
which offers a streamlined 


and with reduced weight. 


plywood body giving 


Federal model 
large capacity 


combined in this 








PITTSBURGH .—Steel and | 
other heavy industrial production 
was practically back to normal | 
by the middle of this week here, 
with only about six days’ time | 
lost by the bigger plants. 

Before the flood waters 
drained out of first floor 
of the plants workmen were 
crawling into the furnaces and 
boilers to light the fires, and the 
characteristic red glow in the 
night sky gave assurance that 
the mills were back at work this 
week. A tour along the river 
banks by the ADN correspondent 
on Tuesday showed that smoke | 
and steam was pouring from the 
funnels of practically every large 
mill that had been operating | 
prior to the disastrous flood of | 
Mar. 18. 


B. F. Fairless, president of the 
rece ge tere Steel Corp., re- 
ported th yn S plants 
are back to normal and that “we 
are in a position to fully satisfy | 
the demands of our customers.” 

The Pittsburgh Plate Glass Co. 
was back to normal again in pro- 
duction of both automobile and 
plate glass. Other firms making 
similar reports were the Jones 
and Laughlin Steel Co. the 
Mesta Machine Co., the Westing- 


had 
levels 





Joe Dawson Elected Head 


Of Phila. Service Group 


PHILADELPHIA. Joe Daw- 
| son, former Indianapolis speed- 
| way racer, was elected president 
of the Automotive Service Assn. 
| here recently. 
| Dawson succeeds Fred C. Nichol- 
son, the latter being elected 
to the board of directors. Daw- 
son was president of the ASA in 
1929 and 1930. He is owner of 
the Marmon-Philadelphia Service, 
Inc. 

Others 
terms were: 


elected for one-year | 
first vice-president, 
August Wilkening, Motor Parts 
Co.; second vice-president, Ed. | 
Munz, president Munz _ Bros.; 
treasurer, John L. Palmer, treas- 
urer Auto Equipment & Service | 
Co.; secretary, Wm. P. Berrien, 
executive secretary P.A.T.A. 
house Electric & Manufacturing | 
Co., and the Allegheny Steel Co. 


Few Pittsburgh orders for auto- 
motive steel and other products | 
were transferred to » other | sections 


De — 





| are 


| during the next 


Steel Operators Make Quick | 


Recovery trom Flood Damage 


of the country, so a noticeable 
increase in production is expected 
as orders for machinery replace- 
ment, bridges and other recon- 
struction needs reach the mills. 


In an airplane trip over the 
Pittsburgh area following the 
flood, Lorenz Iverson, president 
of the Mesta Machine Co., noted 
little damage to the big indus- 
trial plants. Many shutdowns 
were made only as _ precaution- 
ary measures, not because equip- 
ment had been crippled, he said. 

Pittsburgh banks made a can- 
vass this week of their industrial 
customers to see what financial 
help was needed, and bankers 
intimated that they stood ready 
to open their bulging vaults to re- 
liable firms needing assistance. 


Steel production was down to 
18 per cent of capacity following 
the flood here, but a quick come- 
back was made during the first 
few days of this week. 


—— ~~ -s— 


'Farmers Cash Income Up 


$67,000,000 Over 1935 | 


WASHINGTON.—The continu- 
ing stability of the agricultural 


regions as a market for automo-| 
products was indicated this | 


by the| 
| ings vary somewhat but the aver- 


tive 
week by announcement 
Department of Agriculture that 
farmers’ cash income from the 
sale of farm products last month 
was far in excess of February 
last year. Department figures 
showed a total of $469,000,000 
against $402,000,000 February, 
1935. 

The department expressed the 
opinion that current gains in in- 
come will be well maintained dur- 
ing the first half of this year. 
This is predicated on the resump- 
tion of government payments to 
farmers this month. 
that the government pay- 
of rentals and benefits 
two or three 
months may exceed those of the 
ES months in 1935. 


in 


ments 


W aati ‘Defeat Grafters 


JACKSON, Miss.—Alleged graft 
that has been going to racketeers 
in connection with gasoline taxes 
is going to be collected and actually 
go to the state if Gov. Hugh A. 
White has his way. A grand jury 
probe has been urged by the chief 
executive _and a senate committee. 


THE MAJORITY OF MOTORISTS replying to the latest ques- 
tionnaire circulated by the customer research staff of General Motors 
chose LaSalle as the smartest looking car. 


LaSalle also took first 


honors for front end appearance, it is reported. Above is the LaSalle 


two-passenger coupe. 


| This would be 


Indications | 








Earnings Gain 
34 Per Cent in 
First Quarter 


NEW YORK.—Net earnings of 
leading automotive companies in 
the first quarter of this year will 
approximate $75,000,000, as against 
$56,000,000 in the corresponding 
period of last year, an increase of 
$19,000,000, or 34 per cent, it is 
being estimated in financial quart- 
ers on the basis of available sta- 
tistics on recent and current 


| operations, 


It appears that the car and 
truck manufacturers, exclusive of 
Ford Motor Co., will report net 
earnings for the quarter of about 
$60 000,000, with General Motors 
and Chrysler contributing the 
bulk. This would compare with 
about $41,000 000 in the first three 
months of 1935, an increase of 
about 46 per cent. 

Parts and accessory manufac- 
turers are expected to show some- 
what irregular results for the 
quarter, with some reporting in- 
creases over a year ago and some 
declines, depending largely on 
the nature of the business done. 
The change in the time of intro- 
duction of new models of passen- 
ger cars has had an important 
effect on the seasonal trend of 
earnings of the parts markers. 

A compilation of the estimated 
earnings of about 25 parts com- 
panies indicates for the quarter 
an aggregate net income of about 
$15,000,000, or virtually unchanged 
from the results of the like period 


| of 1935. 


The outstanding increase in net 
earnings over a year ago is ex- 
pected to be reported by General 
Motors, factory sales of which 


| have been running well ahead of 
| 1935. This company earned $31,- 


500,000 net in the first quarter of 
last year and current estimates 
place the results for the current 
quarter at close to $50,000,000. 
more than $1 a 
share, as against 68 cents a year 
ago, after preferred dividends. 
Estimates on Chrysler’s earn- 


age forecast is that the company 
will show net profit of around 
$10,000,000, as against $9,163,000 a 
year ago, when the net per share 
was $2.12. 

Packard, Studebaker and Nash 
are reported to have had better 
first quarters than a year ago but 
indications are that the net re- 
sults for car and truck companies 
outside of General Motors and 
Chrysler will, in the aggregate, 
show little increase, if any, over 
a year ago. 

Estimates of earnings of indi- 
vidual parts and accessory com- 
panies are made difficult because 
of lack of information concerning 
the shifts of certain types of busi- 
ness from one quarter to another 
due to the change in the time of 
introduction of new models. 


Pittsburgh Dealers Elect 


New Directors, Officers 


PITTSBURGH.—Pittsburgh 
Automobile Dealers Assn. has 
named the following directors: 

Dealer directors: H. D. Eier- 
man, Eierman Cadillac - LaSalle 
Co.; Ira L. Berk, Packard Motor 
Co. of Pittsburgh. 

The following were elected new 
directors: 

Dealer directors: Edgar D. Mc- 
Kean, Allegheny County Motor 
Co.; B. F. Stout, B. F. Stout, Inc. 

Associate director: R. M. How- 
ard, General Motors Acceptance 
Corp. 

The new board of directors 
elected the following officers for 
the ensuing year: President, H. 
D. Eierman, Eierman Cadillac- 
LaSalle Co.; Vice-President, Ira 
L. Berk, Packard Motor Co. of 
Pittsburgh; Treasurer, J. V. 
Booth, Booth Motor Co., of Mc- 
Keesport, Pa.; Secretary-Manager, 
W. N. Owings, (re-elected). 





Ships that sail the 
Seven Seas help 
build Ford Quality 


* * 
BENSON FORO 


THE 


Down to the sea in Ford ships go millions of tons 
in industrial shipping. The Ford Rouge docks are 
a mile and a third long—home berth for one of 
the largest industrial fleets in the world. 

There are 29 Ford-ships in all: seven sea-going 
craft, the two largest motorships on the Great 
Lakes, thirteen barges, four towing tugs, a harbor 
tug and two twin-screw canal boats. They are 
kept busy in the process of bringing raw materials 
to Ford plants, or carrying parts or assem- 


bled cars outward bound. 


F OR D 
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<> 
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Ford quality and Ford manufacturing economy are ! 


based on complete control of materials. As ma- 
terials progress from earth to finished Ford cars, the 
Ford Fleet is an important link in the chain of cost 
and quality. Iron ore—much of it dug from Ford 
mines——comes to the Rouge in Ford ships. Coal for 
making coke comes from Ford mines in Ford ships. 
There is no guesswork about quality or cost; no lost 
motion. Ford efficiency begins at the beginning. 
In the end, the economies effected are passed 


on to buyers of Ford V-8 cars and trucks. 
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